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A reputation for handling 
the best sheets probably 
won't get you all the 
sheet business in your 
community, but it will 
get you a big share of it. 
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ISTEN IN 


ON A 


LIVE WIRE 


The customer has 
chandise. Then oe 


opport unity to 


CLERK: 
CUSTOMER: 
CLERK: 
CUSTOMER: 
CLERK: 
CUSTOMER: 
CLERK: 
CUSTOMER: 
CLERK: 


CLERK 


mer- 
tyst bought some 
"semeallle clerk sees an 
make additional sale. 


He goes to work — THUS a ie, a 


By the way, have you seen the PERSONAL LOCK? 
(holding one up in his hand). 


No—I don’t know that I have. 
Here it is—it’s made by YALE. 


Must be all right then. What is it for and how 
does it work? 


It works like this. (Demonstrates a lock on a door.) 
You see you don’t need any tools to apply it—you 
just put it on the door where it’s needed and take 
it off when you want to use it some place else. 


Say, that’s pretty clever—I could use one of those. 


Most people could use them often. It is easily 
carried in your pocket or in a lady’s hand bag. It’s 
a great thing for people who travel—lots of travel- 
ing men carry them to use on hotel closet doors 
because most of them have no locks, of course. 
You can also use it on the entrance door of your 
house, apartment, wardrobe and closet doors, and 
some types of lockers in clubs, gyms, ete. 


How much? 


Only $2—and you'll find that it’s a mighty fine 


investment in convenient protection. How many? 


That’s a good way to sell PERSONAL LOCKS~—and ring up 
extra profits. Call your jobber or write to us. 








THE PERSONAL LOCK No. L101 


MADE BY 


YALE 


A highly saleable and profitable specialty 

that deserves special sales attention. 

NOTE: Models L102 and L103 are for 

sliding glass or wood panel doors on 
show cases. 
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STAMFORD, CONNECTICUT, U. S. A. 
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For years, you've sold 


REPUBLIC STEELS 





Ws 


When you sell a customer a washing machine, 
it’s quite likely that you sell her Republic steels. 
Many washing machine and other appliance 
manufacturers take no chances with the quality 
of their products. They use Republic materials— 
because they know that the customer will receive 
full-dollar value—they know that customer 
satisfaction is one of their greatest assets. 

Customer good-will is one of your greatest 
assets, too. You wouldn’t gamble with it when 
selling a washing machine—so don’t gamble 
with it when selling “every-day” hardware items. Stock the Republic steel 
hardware products shown on the opposite page. They are made of the same 
materials in the same plants and by the same men that produce the Republic 
steels used by manufacturers of every type. They are dependable items that 
satisfy customers and help you to build a reputation for quality merchandise 
at no extra cost. 

Insist that your jobber send you Republic steel hardware products. If he 
doesn’t stock them, write us. Republic Steel Corporation, Cleveland, Ohio. 


REPUBLIC STEEL 
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REPUBLIC STEEL PRODUCTS FOR THE HARDWARE TRADE 
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Friction has been eliminated 


This accounts for the 
smooth door action 








raion s designers tackled the problem of 
forever banishing friction to insure the free 
gliding manipulation of these garage door sets. 





Sliding wena AO Sets ? , 
Friction creates wear, and, along with the ad- 
vantage of supplying garage doors with hardware 
that delivers exceptionally fine service, the life 


and efficiency of these fine sets has been prolonged. 


National 


Nos. 805 and 806 Sliding and Swinging Garage 
Door Sets illustrated are designed to allow doors 
Nos. 815 and 816 Three-Door Trolley Garage Sets ° ° . . 

to swing inward—snow and ice cannot interfere. 
No. 850 Swivel Hanger is furnished with these sets. This hanger operates 
on a swivel and turns on the track without sticking or binding in any way. 


Nos. 815 and 816 Three-Door Garage Sets illustrated 
include the No. 853 Swivel Trolley Hanger which oper- 
ates on the specially designed No. 51 Trolley Rail. An 


easily operated, weather- -tight « combination. 


Any of these fine sets will deliver complete satisfaction 

and can be relied upon to uphold the National standard 

for quality hardware. Also it will help cre- 

(Nationa ate profitable repeat business for dealers. 
FG. CO. 





If you do not already stock the National 

line, write today for complete information 

on dealer representation in your territory. 
National Builders’ Hard- 
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Since 1879, the Northwestern Barb Wire Company has been continuously engaged in the 
manufacture of the well-known and nationally accepted line of STERLING QUALITY wire 
products. With the recent installation of modern steel-making facilities and rolling mills, the 
company now stands as a fully integrated unit and in order to more appropriately express 


the broadened scope of its activities, the long established name has been ‘changed to 


NORTHWESTERN STEEL & WIRE COMPANY 
—Ireorporated - Tlorthweatenn Barb Ukine Company - 1879 
STERLING, ILLINOIS 


STERLING PRODUCTS ... Poultry Netting + Hardware Cloth - Nails, Staples & Brads 

Ornamental Fence - Woven Wire Fence * Smooth Wire - Barb Wire ~- Steel 

Posts - Corn Cribs + Bale Ties - Gates ~- Stretchers - Billets - Rods ~- Bars 
Angles - Bands - Shapes 


Se 
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GIVE YOUR CUSTOMERS 
THE BEST! 


Sell them Holland Sterilized Tacks, 
Nails, Rivets, Staples, Thumb Tacks, 
etc. in Attractive Cellophane Window 
| Yop ¢-¥- rb atop DD E-5 0) FW OT-F a0) ato 
Cost no more than for Plain Boxes! 
Try them! You can’t lose! 





VERY WHERE, in all homes, more and more people are usin¢ 
“ACME” Ball Bearing Casters. This constantly increasing 
demand makes “ACMES” a profitable item for any hardwarc 
dealer. “ACMES” roll quietly and smoothly in every direction 
They roli on floors and floor coverings. Modern in design and 
attractively finished. Stock and sell “ACMES”—the Quality casters. 
THE ScHAtz MANUFACTURING Co. 
POUGHKEEPSIE, N. Y. 
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QUICK TURNOVER! 


FFER a number of people 

their choice of several 
brands of household cement— 
and see which brand they 
choose. 

More than likely they’ll 
choose Duco Cement . . . the 
brand that’s made by Du Pont. 
And this goes for auto polish, 
auto wax, paints, and a lot of 
other things too. 

Why? Because, after all, 
people do recognize the value 
of this name, even on a little 
item. Your customers know 
that the name ‘‘Du Pont’’ 
means: (1) that the product is 
the finest available for the 
price; and (2) that the prod- 
uct does everything the makers 
claim for it. 

Duco Cement is a clear, flex- 
ible, waterproof cement which 
holds permanently on china, 
glass, wood, leather, metal, 
paper, fabrics . . . on practi- 


cally everything but rubber. 





And it’s not affected by hot 
water washing. 

Take advantage of the 
Du Pont name, and stock Duco 
Household Cement. Keep it 
where people can see it. Then 
watch the tubes move out and 
the profit move in! 

Better take the first step 
right now. Ask your jobber, or 
write us, for net prices and full 
information. E. I. du Pont de 
Nemours & Co., Inc., Wil- 


mington, Delaware. 


te us pat OFF 


REG. U. 8. PAT. OFF. 


CEMENT 





TRANSPARENT, FLEXIBLE, WATERPROOF... for china, 
glass, wood, leather, metal, paper, fabrics, ete. 
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A little push in the right direction will convert 
sales of firearms and ammunition into a source of 
extra profit. You can make MORE MONEY on 
present gun and ammunition sales by stocking and 
pushing the UNION HARDWARE Line of Gun 
Cleaning Implements. Every gun user knows that 
good cleaning equipment is essential for proper gun 
performance. Every gun user knows, too, that im- 
plements bearing the UNION name are made right. 
Ask your jobber TODAY about UNION HARD- 
WARE Gun Cleaning Implements and CASH IN on 
the extra profit which the UNION line offers. 


=| 


No. 1418 


BRASS RIFLE 
CLEANING ROD 
Slotted with re- 
movable thread- 
ed tip to take 
brass or bristle 
brush. .22 to .50 
calibre. 


No. 246 RIFLE CLEANING BRUSH 
Made in two styles—bristle or brass wire 
brush. Twisted core and shank. .22 to .50 cal. 


= 


No. 248 SHOT GUN CLEANING BRUSH 


Adaptable to all shot gun cleaning rods. 
Especially designed to remove rust, lead 
and caking. Made with both bristle or 
brass wire brush, 8 to 28 and .410 ga. 








No. 95 SHOT GUN CLEANING ROD 
Birch wood, three jointed with brass trim- 
mings, and wool swab, wire brush and 
wiper. 10 to 28 and .410 ga. 


HARDWARE COMPANY 
aw EWE Ged § 


REC.U.S. PAT. OFF ESTABLISHED 1854 


TORRINGTON, CONN. 


NEW YORK OFFICE IS|I CHAMBERS STREET 











USTOMERS do ask for bolts that carry the bright Bethlehem label. 
This label is of a neat, striking design that lingers in the mind in 
connection with a memory of free-running threads and a snug, secure 
grip for the wrench on both heads and nuts. And shelves patterned with 
its pleasing colorful design enhance the appearance of your store. 
When you’ re selling Bethlehem bolts, you can feel secure in the knowl- 
edge that customers will be satisfied, that one sale will build another. 


BETHLEHEM STEEL 
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UNIVERSAL 


The Way to HEAL THIER HOMES 












it CLEANS, SHAMPOOS, 
SPRAYS, DEODOR- 
IZES, DEMOTHS, 
DUSTS and 


PURIFIES 
THE AIR 





-_ $= SS while cleaning 
: (t! \ 
2 . Y anaes 
THE 
= ; Healthier Profits! V 
A Tremendous Ready-made Market insures a record increase with 
in dealer sales for this type of Cleaner Complete 

Hundreds of thousands of this type cleaner have been sold in recent years Attachments 


at much higher prices. Daily home demonstrations are creating thousands of 
enthusiastic new prospects. A health-minded generation and its modern home 
furnishings demand a complete home cleaning unit that does more than just 
clean rugs. 


UNIVERSAL is Unexcelled in Performance — Low in Price 


it Retails at 


hid 


The UNIVERSAL is mechanically perfect. 
An experience in manufacturing home needs 
for nearly 100 years has taught this company 
how to combine highest quality, expert work- 
manship and modern styling with the lowest 
possible price. 


UNIVERSAL is exceptionally low in price. 
Just compare its appearance — its quality — 
its accessories — its efficient cleaning and 
purifying with any machine selling up to 
$25.00 more. You'll find it the leader of 


values. 


And Here's News! In spite of the low retail price for such a qual- 


ity machine, UNIVERSAL’S discounts permit a liberal trade-in 
allowance with more than full regular profits maintained. 


GREATER UTILITY 


MANUFACTURED BY LA N DERS, 





Write us or your 
jobber for full 
information and 
details on this 
sensational New 
UNIVERSAL 
Product. 





y GUARANTEED : - 


IT AT THE 


American Furniture Show 
CHICAGO, Space 513B, and the 


New York Housewares Show 
Pennsylvania Hotel, Room 399 
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Informal Editorial Comments 





FAILURES :— 


In our June 16th issue was an 
article dealing with the causes that 
lead to retail hardware store fail- 
ures. Most business paper stories 
concentrate on methods which 
have led tp success, as does this 
publication most of the time. But 
there is ample information of 
great importance to be gathered 
from a study of the history of fail- 
ures. While it is true that most of 
us dislike being told of the things 
we should not do, there is a lesson 
for all of us in considering the 
wrong methods that have put other 
dealers out of business. Most of 
the errors outlined in this article 
can be easily avoided. The one dif- 
ficult obstacle, and a common 
cause of failure, is lack of ade- 
quate capital. A man who is short 
on finances but long on ability, 
who is willing to work hard and 
who has the proper background 
of experience can often overcome 
the handicap of limited resources. 
But when there is a lack of money 
and a lack of training or ability, 
the row becomes difficult to hoe 
and few men can overcome this 
double handicap and make a suc- 
cess in the retail hardware _busi- 
ness. 
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By CHARLES J. HEALE 
EDITOR, HARDWARE AGE 


NATURAL IMPULSE :— 


It is a perfectly natural ambi- 
tion for today’s young hardware 
clerk to dream of the day when 
he will manage or operate a store 
of his own. It should be so. This 
indicates progress and should be 
encouraged, but encouraged only 
where all factors for ultimate suc- 
cess are reasonably assured. Many 
of the retail store failures in this 
country should have been pre- 
vented and could have been avoid- 
ed by more stringent and more 
intelligent wholesaler credit prac- 
tices. Broadly speaking, a pro- 
spective merchant who cannot pay 
for his entire opening order should 
not be permitted to enter into 
business — unless his record, ex- 
periences, ability and _ location 
selected provide factors that merit 
special credit consideration. Other- 
wise he starts in business with a 
handicap that few men can over- 
come. He starts off heavily in- 
debted for the very goods he is 
selling and the cash he takes in 
belongs to someone else. This 





makes the “climb up” decidedly 
arduous and invites the new mer- 
chant to seek new credit arrange- 
ments with other houses, getting 
himself further into debt else- 
where in order to have for himself 
the use of part of the funds that 
come from his sales. In boom eras 
even this plan may finally bring 
him ‘out of the woods. But if a 
recession comes along this dealer 
finds himself hopelessly lost, with 
no one single source of supply suf- 
ficiently interested in his continued 
operations. He has ceased to be a 
“pet account” that some one sup- 
plier wishes to maintain in the 
picture, and he finds himself with 
more “accounts payable” than “ac- 
counts receivable.” The business 
is in trouble and is headed for 
bankruptcy. Every retail hard- 
ware failure is an added cost 
factor to the entire hardware in- 
dustry. All creditors take a loss 
that must be so reckoned in their 
average cost of doing business and 
the good customers must pay pro- 
rata for the failure, even though 
that factor is generally hidden. 
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d * ‘This improved Lockwood Apartment Entrance Lock is 
good to recommend and profitable to sell. The hub action 

is smooth and so designed that it turns in either direction 

with the slightest effort. The mortise lock has a double- 

throw bolt and is of jimmy-proof construction. A self- 

locking Dardelet set screw anchors the knob to the shank 


Cape Cod pattern sre shown together. 
On the left ts the Ostervitle dese? 


and on the right, © 


The two Lockwood versions of the so: 
positively and permanently. 


he Cataumet. 


Equipoise is listed with the improved line of Lockwood 
builders’ hardware in the 1938 edition of Sweet’s Archi- 
tectural Catalogs. Be among the first to feature this out- 
ee standing new line and enjdy the extra profits it brings you. 


Lockwood Hardware Mfg. Co. 


Division of Independent Lock Co. F itchburg, Massachusetts 
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The distressed merchandise goes 
on the market at cut prices and 
ruins the local market margin. So 
it is everybody’s business to try to 
stop at the start, retail hardware 
store failures which are a burden 
that all must pay. 


COMPETITION :— 


Too often a new store is started 
with the handicaps mentioned as 
part of some wholesaler’s compe- 
titive strategy. Failing to obtain 
a good store account in some town 
or locality the salesmen of that ter- 
ritory seek a prospect for opening 
a new store. A common procedure 
is to encourage some disgruntled 
clerk to strike out for himself or 
to endeavor to separate partners 
who are unhappy in their partner- 
ship. The weakness in such cases 
is that the motive for starting the 
new store is premised on revenge 
and not on the need of another 
store. From the wholesaler’s stand- 
point, an outlet has been estab- 
lished where none existed before 
and from many sales managers’ 
viewpoints that is the beginning 
and end of all of life’s purposes. 
That there may be a day of reck- 
oning, and usually is, does not en- 
ter the picture or mental processes 
at that time. The sales manager 
says that failures are a problem of 
the credit department and of the 
management. The sales depart- 
ment’s job is to get more business 
and “here is an order.” Some day 
sales and credit departments will 
be better coordinated so that new 
stores will not be opened without 
closest scrutiny into the available 
capital for starting; experience or 
ability of the new merchant; loca- 
tion selected and the apparent 
need for a store in that location; 
rent to be paid; living habits of 
new merchants; some air-tight 
plan for keeping the new merchant 
in line with concentrated buying 
at leact until he had gotten him- 
self out of debt and some plan of 
control of the new store until the 
wholesaler has his money back 
and the new store is an established 
business and able to operate on its 
own. Some sales managers and 
credit managers may object to 
these comments and claim that all 
of these safeguards are observed 
as a matter of routine. If so, such 
executives are the exception and 
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not the rule as the constant toll of 
retail hardware store failures elo- 
quently and unpleasantly attests. 


WHY NOT ?:- 


The time may very properly 
come when a wholesaler’s sales ap- 
peal will include some claim that 
indicates a credit policy that has 
succeeded in minimizing failures 
among new hardware stores. Cer- 
tainly a wholesaler whose losses 
are small from such a cause will 
have a reduced overhead and will 
not have to charge to good paying 
accounts a share of the losses that 
accrue from foolish experiments 
with ambitious but unsuccessful 
new store ventures. 


HOBBIES :- 


A great many hardware men 
pursue interesting hobbies in their 
spare time. Frequently such a 
hobby provides the highly desir- 
able so-called “safety valve outlet” 
in a man’s daily life. The man 
without a hobby to occupy his 
spare time thinking misses a lot of 
fun. Golf, fishing, baseball, hunt- 
ing, swimming, raising dogs, 
chickens, rabbits, bees or pigeons, 
operating a complete homework- 
shop, gardening, photography, or 
even collecting stamps diverts a 
business man’s mind from his 
business worries. Without a suit- 
able and congenial hobby a man 
too often takes his business 
troubles home, brews and stews in 
them and upsets both himself and 
family. In this issue are pictured 
the hobbies of several hardware 
men. Their hobby interests differ 
as greatly as do their geographical 
locations. If you have a hobby send 
us your picture “in action” pursu- 
ing that hobby. “Hardware Men’s 
Hobbies” is going to be another 
new and regular editorial feature 
of HarpwareE AcE, published for 
its human interest appeal and as 
an inspiration to encourage more 
hardware men to develop a hobby 
for the good it will do them. 


CONGRESS :-— 


Congress has finally adjourned. 
Members have returned to their 
homes and will shortly begin 
their campaigns for re-election. 
Between now and Election Day it 


is incumbent upon all good citi- 
zens to pay more than the cus- 
tomary casual attention to the 
men who seek to continue in office 
at Washington. Closest scrutiny 
should be given their expressed 
policies; their action during the 
last three sessions and their gen- 
eral attitude toward taxation; 
governmental regulation of busi- 
ness; competition with private 
business; wages and hours legis- 
lation; labor laws and appropria- 
tions for various types of relief 
and subsidies. Based on this in- 
formation, most of which is in 
the public record and available, 
business men should cast their 
votes for or against such office 
seekers. These are stirring times 
when the proper men in Congress 
can help rebuild confidence which 
this country sorely needs. The 
adjournment of Congress is al- 
ways welcomed by the citizenry 
which breathes a sigh of relief, 
feeling there will come the much 
discussed “breathing spell” until 
the next session. When Congress 
is in session, particularly during 
the last few sessions, there has 
been great uncertainty as to what 
might be expected next. Some of 
the legislation passed by the last 
three sessions may be subjected 
to repeal or amendment when 
Congress meets again in January, 
1939. There is ample time to 
study our needs as citizens and 
business men and to impress upon 
those who would sit in Congress 
just how their constituents feel 
and what is expected from Wash- 
ington. Such active interest be- 
tween now and Election Day will 
partly help get more of the right 
kind of thinkers in Congress. 


THE JOBBERS' 
SALESMAN :— 


In the June 16 issue of Harp- 
WARE AGE is an advertisement of 
Yale & Towne dedicated to the 
“Jobber’s Salesman.” The closing 
thought of this ad copy reads: 
“Here is a real friend who has 
as much helpful service to give 
as he has goods to sell.” What a 
fine text for a message to the 
retail hardware trade. Truly, the 
efficient jobber’s salesman is a 
man of many parts. He is assis- 

(Continued on page 18) 
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By ADON H. BROWNELL 


Chapter 30—Intermediate Course 


Miscellaneous Items 


E are now approaching 
the end of our discussion 
of finish hardware for the 


finer home. Before closing the 
subject, however, there are several 
items frequently overlooked by a 
builders’ hardware man, which 





Fig. 1—Sliding clothes carrier. 


add to the sales volume and which 
should be considered in our study. 

It hardly seems necessary to re- 
peat the general outline of our 
elementary course regarding such 
items as door stops, coat and hat 
hooks, letter box plates, house 
numbers, etc., for I am sure that 
you are trying to sell all of them. 

There are, however, a number 
of other smaller items which 
should be of decided assistance to 
you in building up sales. Many of 
these are used on closet doors in 
bedrooms or for dressing room 
wardrobes. For instance, there is 
the clothing carrier, shown in 
Fig. 1, which serves to bring the 
clothes on their hangers right out 
into the room. These carriers are 
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made in several lengths and 
weights and they add dollars to 
your sales. Then too you may sell 
shoe racks such as are shown in 
Fig. 2. Talk to your customers 
about the advantage of keeping 
their shoes on these racks. It is 
better for the shoes and improves 
the appearance of the closet. The 
necktie rack (Fig. 3) is another 
gadget worth selling. Hat hooks, 
trouser hangers and garment 
hangers are other items which are 
saleable to almost any home 
owner. 

Door holders, shown in Figs. 4 
and 5, are used for keeping doors 
open. They are particularly use- 
ful where drafts are encountered 
and it should be an easy matter 
for you to sell them. 

Door closers have not been dis- 
cussed and I plan to devote an en- 
tire chapter to this subject in our 
advanced course. Enough to say 
here that door closers are used 
frequently in the better residences. 











Fig. 2—Shoe racks. 








Fig. 3—Necktie rack. 


On your next good job, check 
with this list and see if you can- 
not increase your sales of these 
items. Here are some of the places 
in which they can be used. Lava- 
tory doors, particularly those off 
main halls; doors leading from 


Fig. 4—Door hold- 
ers spring type. 





main and service parts of house; 
exterior doors; storm doors and 
screen doors; doors leading to the 
garage; doors from the basement; 
closet doors, particularly in the 
main hall; study, office or den 
doors. Door closers, in fact, may 
be used on any door the owner 
may want to close quietly and keep 
closed. Follow your manufac- 
turers’ schedule as to the size of 
closer required for various sized 
doors. Interior doors, of course, 
can have lighter closers than ex- 
terior doors. 

Chain door fasteners were men- 
tioned in the elementary series. 
Don’t overlook them. Door 
knockers were also mentioned and 
then there is the guest room 
knocker to be applied on bedroom 
doors. Manufacturers have brought 
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out some decidedly interesting 
guest room knockers. They run 
into considerable money and there 
is no time quite so good to sell all 
these accessories as when the 
owner is moving into the new 
home. 

Garage doors should also be 
considered and the overhead doors 
have already been discussed. Un- 
less you organize your department 





Fig. 5—Door holder, gravity type. 


to handle and, in many cases erect, 
install and service this overhead 
door business you are going to 
lose out on selling garage door 
hardware. 

It is not easy to handle this 
business. It isn’t like sending out 
some straight, sliding-door track 
hangers and a few brackets and 
letting the contractor put them up. 
Usually, the hardware dealer has 
a friendly contractor who does the 
installing for him. In ordering 
this merchandise it is very, very 
important that the manufacturer 
has all the necessary information 
as to the size of opening, weight 
of doors, etc. Understand, I do 
not suggest your passing this 
business up, but I do most strong- 
ly recommend that in going into 
it you do it in the right way. Any 
old “wood butcher” just cannot 


JUNE 30, 1938 
































Fig. 6—Overhead doors and hard- 
ware. Exterior view above, in- 
terior center, diagram below. 


erect these doors and hardware 
and the mechanic must know what 
he is doing. Fig. 6 shows a typi- 
cal overhead door installation. 


Fig. 8—Parallel 
sliding doors. 











Of course, all garage openings 
are not of the overhead type. The 
sliding hinge door type is still 
used quite extensively. Fig. 7 
illustrates a five-door set of this 
type. These sets can be secured 
for openings of from three to ten 
doors. They are made in many 
weights and sizes of track hangers 
and hardware. Consult your man- 
ufacturer’s catalog for detailed in- 
































Fig. 7—Sliding folding garage 
door set. 


formation regarding them. Also 
remember to specify width and 
height of opening, amount of 
room overhead for the track and 
brackets, whether the doors open 
in or out, etc. You cannot give 
your factory too much informa- 
tion in this respect. And _ here’s 
another little tip. Most manufac- 
turers price their sets complete 
except for the lock, so do not for- 
get to add the cost of the lock in 
your quotation. - 

Buffalo has been a great city 
for parallel doors on garages. | 
do not know whether other cities 
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Fig. $—Round the corner doors. 


use many of them or not, but 
Fig. 8 shows an example of this 
type of door. One door slides 
past the other and a double line 
of track is required. 

Then there are several types of 
round-the-corner sets, such as are 
shown in Fig. 9. This particular 
illustration is of a three-door set. 
Sometimes there are single large 
doors which slide around the 
curved track and lay against the 
side wall. 

Hinged door sets, as shown in 
the elementary series consisting 
of just a pair of doors on hinges, 
are the cheapest and are conse- 
quently the most frequently used. 
As pointed out in that study 
“plus” business on these various 
types of openings depends upon 
your selling the owner heavier 
hinges, bolts and fasteners, sell- 
ing overhead door holders and 
better locks. 

Sliding doors for 
work are not as popular as they 


residence 





Fig. 10—Hanger and track 
for sliding doors. 
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were. Occasionally, however, they 
are called for both for single 


STRAIGHT TRACK 





and pairs of doors. Fig. 10 illus- 
trates this type of hanger and 
track. In ordering the widths of 
the openings it must always be 
specified whether they are single 
or in pairs. 

Barn hardware does not mean 
much to the builders’ hardware 
man in the city, but to the stu- 
dent of this course, who is located 
in the rural districts, the next 
chapter on barn hardware should 
prove valuable. Even the city 
dealer occasionally gets a call for 
barn hardware, so it will be good, 
for even him to study the chapter 
which follows in the next issue. 





Just Among Ourselves 


(Continued from page 15) 


tant buyer to the dealer; adviser 
on inventory and assortments; 
helps make displays in the win- 
dows and store interior; suggests 
ideas that make more sales; as- 
sists in store arrangement. Often 
he may be truly called more the 
employee of the dealer-customer 
than of the wholesaler. When the 
manufacturer offers new lines it 
is the jobber’s salesman who ex- 
plains the details and shows the 
samples to the dealers who actual- 
ly make the consumer sales. It is 
the jobber’s salesman who must 
carry a figurative “Message to 
Garcia” on sales ideas and sales 
campaigns. There are approxi- 
mately 6,000 hardware jobber’s 
salesmen in this country and col- 
lectively they are a most impor- 
tant factor in the distribution of 
hardware and allied goods. As 
the Yale advertisement states 
“many of the merchants, sales 
managers and manufacturing ex- 
ecutives of today were the jobber’s 
salesmen of yesterday.” Our com- 
pliments to Yale for this thought- 
ful and appropriate recognition 
of the jobber’s salesman. 


TOURIST TRADE :— 


The annual vacation season is 
at hand. Governed only by budg- 
etary restrictions all Americans 
plan some kind of vacation ac- 
tivity. To millions this means 
auto trips, golf, tennis, swim- 


ming, fishing, etc., somewhere in 
the United States, either at hotels, 
boarding houses or summer cot- 
tages. With these holiday plans 
come the necessity of buying 
suitable or desirable equipment to 
better enjoy the summer season. 
The vacation season provides a 
great market for many things 
hardware dealers sell or can sell 
at a profit. The American Auto- 
mobile Association reports that in 
1936 more than 42,000,000 peo- 
ple took auto trip vacations and 
10,000,000 more took trips by 
train, boats or buses. This rep- 
resents close to every other man, 
woman and child in the country 
on some kind of holiday jaunt, 
spending money for the vacation 
trip and requiring extra equip- 
ment. Those who have cottages 
or trailers or camping equipment 
need household tools, kitchen 
goods, table ware, dishes and 
cooking utensils, in addition to 
luggage and sporting goods items. 
Appropriate window displays fea- 
turing vacation goods augmented 
by personal solicitation within 
and outside of your store will 
bring a share of the summer holi- 
day money to your store. If you 
are located in a popular or nat- 
ural holiday spot the normal stock 
of holiday equipment should be 
supplemented with useful souvenir 
items as American vacationists are 
confirmed souvenir hounds. 
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Wm. M. (Bill) Teague, 3rd (below), has acquired the 
camera hobby. When he isn't buying or selling good 
for Teague Hardware Co., Montgomery, Ala., whole- 
salers, he is probably taking candid shots of his two 
children playing with the family dog. Or he may stop 
in the middle of a golf game to “snap” a good action 
picture. During the recent Alabama convention, Bill 
was banging away with flash bulbs when the light 
was too bad to get pictures any other way. This was 
taken when Bill was “working” at the convention 
barbecue. 


F. J. Luttenberger, Sweitzer Paint & Hardware Co., of 
Zanesville, Ohio, is ‘Keeper of the Bees’’ when not too 
busy selling hardware and paint. Here he is with 
one of his many colonies of bees. Each colony con- 
tains from 30,000 to 75,000. Bee farming has been 
Mr. Luttenberger’s hobby since 1924. He is secre- 
tary of the local beekeeper’s association and he finds 
this hobby helpful in selling a wide line of bee farm- 
ing supplies through the Sweitzer store. 





Herman H. Dignan, Owosso, Mich. (at 
right), hardware retailer, makes a hobby 
of race horses and is a starting judge at 
many Michigan fairs. His opinion on 
horses is widely sought throughout the 
state. He is widely known, being a mem- 
ber of the Michigan House of Representa- 
tives, prominent merchant and past presi- 
dent of the Michigan Retail Hardware 
Ass'n. 


HARDWARE AGE INVITES ALL HARDWARE MEN TO SEND IN THEIR HOBBY PHOTOS. 
= ALL ARE WELCOME — DEALERS, WHOLESALERS, MANUFACTURERS AND THEIR SALESMEN. 
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Mrs. Arlene Smith checking 
the accounts in her office. 
At the right, the front of 
the Hatboro Hardware Store. 


Blanche Schneider and Arlene Smith, 
proprietors of the Hatboro Hardware 
Store, Hatboro, Pa., find that selling 
this feminine merchandise is an aid 


in increasing other sales to women. 


ROM crowbars to cosmetics, 
i ee from tea sets to specially 

patented vises are all within 
the stock range of the Hatboro 
Hardware Store, in Hatboro, Pa. 
Nor is the line of cosmetics as 
paradoxical as it may seem, be- 
cause this hardware store is man- 
aged by two sisters, Miss Blanche 
Schneider and (Mrs.) Arlene 
Smith. 

Although the girls have been in 
the hardware business only one 
year, dealers in neighboring com- 
munities are staring at the imme- 
diate success of this enterprise. 
And dealers and salesmen alike 
have been impressed by the way 
in which the store is kept. If 
good housekeeping is a feminine 
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prerogative, these girls have cer- 
tainly put their privilege to good 
usage in their store. 

Neatness and cleanliness rank 
side by side in this establishment. 
Glass show cases and wall cabi- 
nets are as much in vogue here 
as in a drug store. Display ta- 
bles are supported by curved 
metal pipe legs, which permit 
an unhindered view of the goods 
displayed on the shelf below the 
table, and in addition, the floor 
space underneath the table is eas- 
ily accessible for cleaning—one 
prerequisite for good housekeep- 
ing. 

Another feature of the display 
tables is that the tops are all in- 
terchangeable. An entire display 






can be Jifted bodily from one 
location and placed on a different 


table. A narrow supplementary 
shelf supported by metal brackets 
can be set up above the table it- 
self when desired. 

With a true woman’s urge for 
orderliness, Mrs. Smith and Miss 
Schneider have taken special pains 
to systematize their stock of small 
items, such as screws, bolts and 
pipe fittings. And don’t think 
that a woman can’t pick out a 
carriage bolt from the other mer- 
chandise. Large machine and car- 
riage bolts are stocked in two 
sets of open bins, all plainly 
marked as to size. All smaller 
bolts, screws and even pipe fit- 
tings are neatly stocked in tiers of 
wall drawers, with nothing in 
sight but a sample of each piece 
fastened on the face of the draw- 
er. Vertical rows of drawers are 
arranged to store various sizes 
of the same type item, so that 
after the first few minutes’ study, 
even a new clerk can immediately 
find the piece he is after. 

Glass-enclosed show cases are 
used to display cosmetics, fishing 
equipment and some of the more 
attractive gift wares. Directly be- 
hind the cosmetic counter, as 
though to belie this paradox, is a 
glass gun case and a rack of 
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fishing rods. Tools are stocked 
behind paneled wall cabinets with 
samples fastened on the doors. 
Gifts are displayed on tables and 
in a show case. 

Contrary to many hardware 
stores, it is a treat to enter the 
basement stockroom of this Hat- 
boro store. Everything is neatly 
arranged in bins or racks, with 
wide aisles between each row of 
stock. Such items as fence wire, 
iron furnace piping and _ plate 
glass are stored in a series of 
wooden racks according to size. 
Rolls of tar paper are arranged 
on a raised shelf, accessible but 
out of the way. Various sizes of 
rope are kept on mounted reels, 
so that the desired length can 
readily be pulled out and cut. 
Toys that are left after the Christ- 
mas business are stored in a long, 
glass, wall cabinet in the base- 
ment. This display cabinet is 
easily accessible to customers, and 
the goods can be shown to those 
in search of gift toys. The girls 
have found that these toys sell 
at the rate of three or four items 
each week, and their basement 
show case has proved to be asuc- 
cessful means of disposing of ex- 
cess Christmas goods. In fact, the 
girls have had to restock a few 
of the more popular toys. 
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Miss Blanche Schneider making a 
sale at the cosmetic counter. 


Firm Sell Hardware 


Section of the housewares 
department showing pipe- 
leg tables equipped with 
interchangeable tops. 


Miss Blanche Schneider handles 
the buying for the cosmetic and 
housewares departments. As a 
graduate of a beauty treatment 
course, she is thoroughly familiar 
with the cosmetic angle of the 
business and, by keeping one 
jump ahead of competing drug 
stores with new types of compacts, 
etc., she has built up a thriving 
cosmetic trade. The real value ef 
this side of the business, as far 
as the hardware trade is con- 
cerned, is that it brings a large 
number of women into the store 
and offers an excellent opportu- 
nity to build up sales in the 
housewares department. With this 
in mind, elaborate housewares dis- 
plays are arranged next to the 
cosmetic counter. This has proved 





Neatness and system reign in the basement stock room of the store. 
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effective in stimulating additional 
housewares sales from the cos- 
metic buyers. 

Nor are cosmetics the only ef- 
fective feminine touch in the Hat- 
boro store. There is, for instance, 
a long, horizontal mirror built in 
the display of one show window. 
The mirror is arranged to reflect 
the faces of the onlookers nearest 
the window, and has proven more 
compelling to passersby than the 
mirrors above slot machines. An- 
other exterior feature of the store 
is the bright, white cement side- 
walk in front of the place. which 
tends to set the establishment off 
from the rest of the buildings in 
the row. 

As might be expected in a store 
managed by girls. gift items form 





an important part of the mer- 
chandise. The success of this de- 
partment is largely due to the 
excellent taste and buying acumen 
of Miss Schneider, who handles 
purchases in this department, and 
is always on the lookout for new 
and unusual things that are not 
found in every store along Main 
Street. 

Although both of the girls and 
their male assistant wait on trade, 
Mrs. Smith tends to the accounts 
and worries about their credit 
standing. Miss Schneider, as has 
been said, handles the buying of 
cosmetics, housewares and simi- 
lar merchandise, but leaves the 
ordering of tools and standard 
hardware items to her assistant, a 
young man with several years’ 
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“I've lost my door key—will you make me a new one? It was about this 
long. had three little notches in it and you put it in upside down.” 
—By Denys Wortman in the New York World- 


Telegram. 
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hardware experience. The store 
also goes in for special tools. The 
most recent of these, which is 
being advertised and sold na- 
tionally, is a self-contained clamp 
vise that was patented by the 
girls’ father. The vise comes 
mounted on a steel frame and can 
be carried wherever needed, as it 
needs no mounting. 


Creating Good Will 


Creating good will is, so to 
speak, easy for the girls. For in- 
stance, the youth of the town 
have come to consider the Hat- 
boro Hardware Store as_ their 
headquarters. This valuable asset 
has culminated from the giving 
away of free balloons during 
opening week, sympathetic con- 
sideration of the children’s prob- 
lems, and stocking the things that 
they want at the prices they can 
pay. In the local movie house 
where many of the town’s stores 
are mentioned in advertising, the 
kids nearly bring down the house 
with cheers every time the Hat- 
boro Hardware Store is men- 
tioned. When the children receive 
their monthly report cards from 
school, it seems that half the pu- 
pils troop into the hardware store 
to tell the girls about their good 
marks—even before they go home 
to tell their parents. When these 
kids grow up, there is little doubt 
as to where they will buy their 
hardware. 


Loeal Advertising 


Advertising is done by circular 
and in the local paper. Once each 
month a special sale is advertised 
by 1000 mailed circulars. The 
items for this sale are always dis- 
played on one particular table in 
the store. Newspaper ads range 
from four-column, half - page 
spreads to double-column, 2-inch 
spots. The girls make good use 
of mats furnished by manufactur- 
ers for the large advertisements, 
and work up their own copy for 
the small ads. 

The concern is owned by the 
two sisters who manage the store, 
and their brother, Leonard 
Schneider, who helps out as a 
clerk on Saturdays. 
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STOVES, STEWPANS 


AND MOUSETRAPS WERE ONCE SOLD IN THE 
ROTUNDA OF THE UNITED STATES CAPITOL 
BUILDING IN WASHINGTON, D.C.! 
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OTTO KRETZCHMER, GERMAN 
PORCELAIN WORKER, MADE A 


COMPLETE 200-PIECE SET = 






OF MINIATURE DISHES, so 
SMALL THAT THE WHOLE SET 
COULD BE HELD IN TWO 
HANOS! (THE PIECES 













RANGE FROM ‘ie OF AN INCH 
7O AN INCH WIDE, COMPLETE 
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LOST AND FOUND: 
OSCAR CARLSON, OF 
WILLISTON, MONTANA, 
LOST A POCKET KNIFE 
IN 1906 AND FOUND IT 
AGAIN IN 1938— 32 
YEARS LATER! 
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> SAW BLADE TREES AND FRYING PAN BUSHES 
ARE “RAISED BY Z. W. SCHWARTSEL, A FARMER OF 

eee a an FARMERSVILLE, OHIO...E COLLECTS OLD SAW BLADES, 

BOTTLES AND PANS, MAKES ARTIFICIAL TREES, THEN 
PLANTS THEM IN HIS FIELDS, AS A HOBBY —— 
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At the left is the new Morgan store, at the right the store that helps bring greater traffic to the block. 


E. H. Morgan of Columbus, Ohio 


Induced a Chain Store 
to Move Next Door 


FRIENDLY attitude toward 
A customers of all ages 
coupled with unusual mer- 
chandising ideas has enabled E. H. 
Morgan of the Morgan Hardware 
Co., Columbus, Ohio, to carry on 
a steady program of expansion 
during the past nine years. The 
latest development in this program 
took place early last year when the 
firm moved into a new and thor- 
oughly modern store, half of which 
Mr. Morgan leased to a chain 
grocery store for the express pur- 
pose of “bringing greater traffic 
to the block on which I am doing 
business and bringing in addi- 
tional income.” 
E. H. Morgan started in busi- 
ness for himself on East Living- 
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and Cashed in on the Increased Traffic 


The Morgan Hardware Co. also 


has five garages equipped with 


five different types of garage door 


hardware. Interest in juvenile 


activities also builds business 


ston Ave., Columbus, just about 
the time of the big crash in 1929. 
It was a neighborhood hardware 
store and had a somewhat limited 
stock. Every available inch of 
space in the store was utilized for 
the display or storing of stock. 
Tables and aisles were crowded 
and bulkier items were even hung 
from the ceiling. 

Despite the cramped conditions, 


business grew so rapidly that it 
became necessary to expand to the 
adjoining store. Even with two 
stores, each measuring 19 by 45 
ft., there was not sufficient space 
in which to properly display mer- 
chandise. Last year the firm moved 
to a new establishment which had 
been built according to Mr. Mor- 
gan’s specifications. The location 
had space for two stores and, as 
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At the right is the 
interior of the new 
store—modern in all 
details. Plenty of 
daylight and light 
colored walls make 
it a pleasant place 
in which to shop. 


Below is the firm's 
former home—it's a 
study in contrasts. 





has been previously stated, Mr. 
Morgan occupied one of them and 
leased the other to a chain grocery 
company for the purpose of in- 
creasing traffic in the immediate 
neighborhood. The idea has worked 
out in a completely satisfactory 
manner with the result that Mor- 
gan Hardware Co. has had its 
share of the increased traffic. 
Although Mr. Morgan has al- 
ways used open tables for a large 
part of his stock, and still utilizes 
some of the fixtures from the old 
store, his new establishment pro- 
vides wider aisles and less crowded 
display tables. The new store which 
measures about 25 by 90 feet, has 
but- one glass case which is used 
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for fishing tackle, etc. The store 
is well lighted with modernistic 
style fixtures and the center aisle 
is exceptionally wide. Wherever 
possible prices are plainly indi- 
cated on or near all of the mer- 
chandise offered. Open back win- 
dows permit natural light to flood 
the store in the daytime and also 
enable passersby to clearly see the 
merchandise shown inside. The 
display equipment is attractively 
finished in green and tan and the 
walls of the store are of light col- 
or, adding to the bright appear- 
ance of the establishment. 

The front of the new store is of 
structural glass, as is the unit used 
by the grocery store, the finish be- 





ing ivory with orange and black 
trim, lettering and ornamentation. 
This attractive store front cost ap- 
proximately $1,100 and proved to 
be a worth while investment be- 
cause of its power to attract atten- 
tion. The front of the store and 
the show windows are floodlighted, 
this illumination being supple- 
mented by adequate show window 
lighting. To make the windows 
interesting, displays are changed, 
usually once a week, one window 
being devoted most of the time to 
housewares while the other is given 
over to other lines. 

Although the Morgan store 
does not regularly stock major 
items such as electric refrigerators 
and kitchen ranges there have been 
several occasions when special or- 
ders have been put through for 
customers, providing a nice extra 
profit. Mr. Morgan advertises fre- 
quently in neighborhood news- 
papers, and uses church and school 
publications from time to time. 
His use of school and church pa- 
pers has built considerable good 
will with resultant sales to readers 
of those publications. He watches 
what other stores are featuring in 
their display windows, whether 
those stores are chain, department 
or other independents and tries to 
handle and sell, as far as possible, 
the same kinds of lines. Where 
possible to do so it is his policy 
to meet competition. When he is 
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able to offer an item at a special 
price as the result of a closeout he 
advertises it as such. 

In the rear of the store are five 
garages belonging to Mr. Morgan. 
One of them houses the firm’s de- 
livery truck while the other units 
are rented. But rental income is 
not the entire story of those ga- 
rages—they are also working dem- 
onstrations of some of the garage 
door hardware sets he offers. Pros- 
pects inquiring about garage door 
hardware are shown actual sets in 
operation. Each of the five ga- 
rages has an entirely different set- 
up with respect to quality and 
type. Two of the garages have 
one-piece doors, the hardware be- 
ing in two different grades. Three 
of the garages have roll up doors, 
one being in four sections while 
the other two have three-piece 
doors with different grades of 
equipment. In the first two weeks 
after the new store was opened the 
firm sold two complete sets of ga- 
rage door hardware at a good 
profit. 

To make things interesting to 
youngsters in the neighborhood 
Mr. Morgan carries a variety of 
sporting goods and toys, as well 
as bicycles, coaster wagons and 
other wheel goods. The store usu- 
ally sells about 40 bicycles in the 
course of a year, mostly at $24.75 
and $34.75. The best part of these 
sales is that they are on a cash 
basis. Older folks buy their out- 
door recreation equipment there 
too. Fishing tackle alone gives the 
store a volume of $1,000 or more 
annually. 

Mr. Morgan likes youngsters 
and they like him, as a result of 
which he does a good business with 
neighborhood boys and girls. This 
friendly feeling brings in a good 
volume in football and_ baseball 
team equipment. As a good will 
builder he frequently donates a 
baseball, glove or bat to a local 
team and has donated items such 
as a football listing at $12.00 to 
juvenile groups. This friendliness 
for the younger folks causes the 
kids to buy things. at Morgan’s, 
for themselves or that their folks 
send them out to get. 

The fixtures were supplied by 
W. C. Heller & Co.. Montpelier, 
Ohio, the same company assisting 
in planning the layout of the store. 
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Florida Business Promotes 
Tax Information Week 


N an endeavor to make Florida 

business and consumers con- 
scious of their increasingly heavy 
tax burden, Florida Tax Informa- 
tion Weck got under way in March 
with a program advocating tax re- 
vision and tax reduction. While it 
is still too early to tally the final 
score of the state-wide campaign. 
it awakened taxpayers’ interest re- 
garding the number and variety of 
taxes levied. Perhaps for this rea- 
son alone, other tax afflicted com- 
munities. of which there are not a 
few, might find the adoption of a 
similar campaign a valuable asset 
in arousing tax reform sentiment. 


Campaign Construction 


The Florida campaign was built 
upon the fundamental ideas of the 
New England Council which re- 
cently engaged a successful “war 
on Squandermania” to block need- 
less state spending. Government 
spending in Florida had increased 
61 per cent since 1933 and 28 per 
cent in the past 19 months. 

From within the ranks of the 
Florida Citizen’s Council, Tax In- 
formation Week was evolved to 
provide educational ground work. 
The Council was comprised of two 
groups of Jacksonville men. The 
first was a group of 25 represent- 
ing business of all kinds. The sec- 
ond was composed of the former 
Anti-Slot-Machine Organization, 
the largest non-partisan organiza- 
tion in Florida with representation 
in 67 counties. This group had 
successfu'ly outlawed slot machines 
in the state within one winter. 

The first step in the campaign 
was the publication of a_ small 
newspaper carrying articles, car- 
toons, and stories of interest and 
importance to taxpayers of diverse 
interests. The second step was to 
obtain Governor E. P. Cone’s con- 
sent to proclaim Florida Tax In- 
formation Week. 

Funds for the campaign and for 
the newspaper were supplied by 
50 interested Jacksonville business 
men. No direct solicitations were 
made in any other part of the 
state, and all of the publicity ma- 


terial was distributed free of 
charge. The total cost of the cam- 
paign was $3,000. No salaries 
were paid except for small 
amounts of stenographic work. The 
major portion of the expense was 
postage, paper, and printing. The 
work was carried on in the offices 
and homes of council and com- 
mittee members. 

A traveling state committee of 
five men toured the state during 
the campaign week and organized 
36 committees which in turn 
formed sub-committees in their 
surrounding territories. Members 
of the traveling committee who 
donated their time and cars, were 
furnished free accommodations by 
interested hotel men throughout 
the state. This committee also made 
contacts with 20 different organi- 
zations, including the Florida Tax 
Revision League, women’s clubs, 
real estate groups, retailers, etc., 
and these newly allied groups com- 
bined with the old Anti-Slot-Ma- 
chine Organization, made possible 
thorough distribution of publicity 
material. 

In a single week, 153,500 pieces 
of literature were sent out. Ten 
thousand posters were placed in 
merchants’ store windows all over 
the state. Bakeries sold their loaves 
of bread with tax-information lit- 
erature in the wrappers. Dairies 
delivered a broadside with every 
hottle of milk. 


Taxation Eye-Openers 


Such eve-openers were used as 
these: “Do vou eat meat? If you 
do, you pay 11] cents in taxes on a 
10-cent pound.” 

“Do you pay rent? If so, you 
pay 30 cents in taxes on every dol- 
lar.” 

“Do you drive a car? If you 
do, the combined Federal and state 
tax on each gallon of gasoline is 
8 cents.” 

Questions such as these should 
strike a responsive chord in many 
taxpayers’ breasts since Florida’s 
tax situation has many parallels. 
But what fruits Tax Information 
Week will bear both in Florida and 


other states, is yet to be seen. 
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Bake Sales 


Church societies and other char- 
itable organizations often hold 
bake sales of products which the 
members bake themselves. A 
Michigan dealer decided to do- 
nate floor and window space in 
his store so that the products could 
be shown and customers could 
purchase them at popular prices. 
The idea won the good-will of the 
community for the dealer and 
brought hundreds of city and 
country folks into his establish- 
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Naturally, when those 
pleased by the charitable spirit 
of the dealer needed anything he 
stocked, they gave him preference 
in making their purchases. 

















ment. 


* * * 


Makes Ads Work 


In a hardware store operated by 
a Missouri dealer there is a large 
bulletin board. Around a black- 
board square in the center will be 
found clippings of advertisements 
from national magazines. A sign 
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Others have used them to advantage 


Why not try them in your own store? 


at the top of the board reads: “We 
Handle These Advertised Prod- 
ucts.” In the square in the center 
of the board the dealer writes with 
chalk and usually announces the 
specials the store is offering at 
that particular time. When there 
is a meeting or community affair 
the space is devoted to a free an- 
nouncement urging customers to 
attend the event. The dealer con- 
tends that customers who stand 
around study the board, see the 
specials and in reading the adver- 
tisements absorb facts that will 
later help him to sell the products. 


*% * * 


Cow Markings 


In a dairy community where 
Holstein cattle predominate, an 
alert hardware dealer conceived 
the idea of conducting a unique 
contest. While visiting a farm one 
day he noticed that the markings 
on one side of one of the animals 
resembled a map of South Amer- 
ica. Upon his return to the store 
he decided to offer prizes in a con- 
test to those who could furnish 
proof of markings in their herds 
which resembled unusual objects. 
The results reported ranged from 
birds to a likeness of Abraham 
Lincoln. The contest created a 
high pitch of interest in the com- 


munity, provided a great deal of 
amusement and additional public- 
ity and business for the dealer. 
First, second and third prize win- 





ners presenting proof of the most 
unusual markings received vari- 
ous items of dairy equipment for 
their reward. 


* * * 


Just Sign 


Past due 
books of a Pennsylvania hardware 
dealer were reduced more than 
50 per cent as the result of a sys- 
tem he adopted. He went to his 
local bank and obtained special 
checks and then filled in the name 
of his store, leaving the amount 
blank. He called personally on 
those owing him money, pre- 
sented the checks and asked them 
how much they wanted to pay on 
their old account. The amount 
was then filled in by the dealer 
and the delinquent was asked to 
sign the check. “It was surpris- 
ing,” said the dealer, “how many 
actually kicked in.” 


accounts on the 
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Keep Cool and Camp Tools 


EW and attractive methods 
of displaying merchandise 
in your windows are shown 
on these pages. The method is 
simple and it is surprising what 
can be accomplished with very 
little effort and a minimum cost. 

Planned window displays have 
always produced sales of the 
items featured, and indirectly have 
increased sales on other items. 
Store prestige is increased by 
planned seasonal window displays. 
All of the materials used in these 
displays are stock items ready for 
immediate delivery at a very nom- 
inal price. 

Materials required for the 
“Keep Cool” display consist of 
a background of Acme Redi-Trim 
iceberg valance (hand sprayed on 
colorful, rigid, corrugated paper 
20 in. wide) which costs but $2.50 
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is of French blue. A roll of Redi- 
Trim, half white and half French 
blue, costs only $3.00, while one 
dozen 6-in. ring sets can be pur- 
chased for $1.90. Along with 
this display there is used the 
icicle valance which costs $.75 for 
a roll 9 in. wide and 25 ft. long. 
This makes a total cost of mate- 


in a 25-ft. roll. The pedestals are 
cut from Redi-Trim to fit the 6-in. 
diameter ring sets, which, when 
assembled, make sturdy attractive 
columns on which merchandise 
can be displayed. White Redi- 
Trim corrugated paper is used for 
the igloo and ice effect, and the 
trimming, including the lettering, 
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rials used in this display of $8.15. 
The letters “Items to Keep You 
Cool” are all cut from French 
blue Redi-Trim. By following 
the diagram, you will have very 
little difficulty in cutting out these 
letters. It is a simple matter to 
cut them to scale in proportion 
to the size of your window back- 


ground. This supply of material, 
costing $8.15, will more than take 
care of your window display, and 
you will have left over quite a bit 
of material which you can use 
for interior displays. 

The camp tools display requires 
the following material: One roll 


of Acme Redi-Trim, half sand 
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Hardware Window Displays 


and half dark brown, costing 
$3.00; one song bird valance, 20 
in. by 25 ft., costing $4.00, and 
one dozen 4 by 6 in. pedestal 
caps, costing $1.50. For a total 
price of $8.50, with plenty of 
material left over for other dis- 
plays, you can install an original 
window display that certainly will 
attract attention in your commu- 
nity, and class you as a progres- 
sive merchant. The display ma- 
terial featured in these suggested 
window displays can be purchased 
at the prices mentioned from 
Acme Window Display Service, 
Inc., 305 East 46th Street, New 
York City. A postal will bring 
you, without charge, a very com- 
plete and helpful catalog of dis- 
play materials. Just mention that 
you read HARDWARE ACE. 
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These Displays Should Help 
to Sell Tools and Paint 


Hardware Age Original 
Window Display Ideas 
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The display at the | 
left is devoted to tool a 
users of both the pro- a 
fessional and home i 
workshop variety. The E. 













































































large word “tools” & 
on the background ‘ 
may be cut from ply- e 
wood and small 4 
hooks oor brackets ‘ 
screwed on te hold : 
various items shown. % 
The background can # 
be dark red. green or : 
even black. 
& 
The display at the 
right features a va- 
riety of paints and P 
accessories for the ; 
man who likes to 2 
have everything neat E 


and shining in and 
about the home. 
Items are arranged 
symmetrically upon 
pedestals and upon 
the background. Use 
a light color for the 
background and fix- 
tures. HARDWARE 
AGE interchangeable 
display fixtures are 
used in each of these 
displays. 
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A DOWN on the Adminis- 


tration’s attitude on the Tyd- 


ings-Miller resale price maintenance 
law and what it intends to do about 
it, if anything, is due after the anti- 
monopoly study gets under way. The 
key to arguments to be posed by 
price maintenance advocates is seen 
in Representative Palmisano’s report 
on a fair trade law which he pushed 
for the District of Columbia. “The 
present bill is in no sense a general 
price-fixing act. It merely author- 
izes a manufacturer or producer to 
enter into contracts for maintenance 
of his price. but the act does not 
compel him to do so. In other words, 
the act is merely permissive. In 
effect. the bill is intended to increase 
competition and to prevent monop- 
oly.” His forecast was that the 
President would not veto the bill. 


x * * 


Key Administration figures are 
groping for still other recession 
antidotes. They had expected a 
slight upturn by this time which, 
together with the spending program, 
was scheduled to have started the 
ball moving in the right direction. 
With the country drifting more 
closely into an economic coma than 
they had anticipated, they place less 
faith in the spending program as a 
medium for doing a well-rounded 
job. Other palliatives are in the 
offing. Talk of loans to small busi- 
nesses will be revived. 

x *k 

Rigidity of prices is the big target 
the Administration is shooting at in 
its so-called anti-munopoly drive. To 
this end the economic unit of the 
Department of Justice is making ex- 
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tensive studies of prices in basic 
industries, such as steel, cement, 
lumber and rubber. This does not 
mean that the drive is against the 
big fellows only. On the contrary. 
much of the criticism of some of 
them is not against their prices but 
against their “price leadership.” 
Smaller units adopt like prices. The 
result is “rigidity of prices.” Prices. 
Administration spokesmen _ insist, 
must be flexible. Trade associations 
also are under attack because some 
of them are alleged to be the source 
of agreement on prices. In the case 
of big business, the remedy proposed 

but hardly likely to be adminis- 
tered—is decentralization with little 
NRA’s set-up to control various in- 
dustries. In the case of trade asso- 
ciations, the remedy is a Bureau of 
Industrial Economics, which would 
supervise association activities. The 
basing point system also would be 
broken up because it is charged 
with responsibility for identical 
prices. 

x &k * 

President Roosevelt’s ultimatum 
on what he expects of the next 
Congress in the way of tax revision. 
made to 200 Arthurdale High School 
spectators and graduates and sev- 
eral million radio listeners, throws 
the whole tax question wide open 
again. Always reluctant to wrestle 
with a subject so controversial, in 
an election year, the 75th Congress 
thought at least it had the undis- 
tributed and capital gains taxes off 
its chest for two years. But by 
direction of the White House, the 


omment 


next session is expected to shoulder 
this burden in addition to a_pos- 
sible sweeping revision of all tax 
laws—-a move Congress has deferred 
for the last three years. Then there 
is that little matter of increasing 
taxes to take care of heavy New 
Deal spending—also long overdue. 
=e 2 f 


Commissioner of Internal Reve- 
nue Guy T. Helvering in a state- 
ment has called attention to Section 
810 of the recently enacted Revenue 
Act of 1938, which is of particular 
interest to employers of eight or 
more employees who failed to make 
their contributions to the state un- 
employment compensation funds 
with respect to the calendar year 
1936, prior to April 1, 1937. 

Commissioner Helvering explained 
that the relief provisions contained 
in Section 810 of the Revenue Act 
of 1938 are applicable only to the 
calendar year 1936. In a_ great 
many instances employers of eight 
or more who were denied 90 per 
cent credit on the Federal tax have 
filed claims for abatement or re- 
fund to which they are now entitled 
when they have made contributions 
after April 1, 1937, to state unem- 
ployment compensation funds. In 
other instances the Bureau of In- 
ternal Revenue’ has _ information 
which will permit the prompt ad- 
justment of the returns. The Com- 
missioner pointed out, however, that 
the Bureau probably does not have 
a record of some employers who 
paid the full amount of the Federal 
tax and also made full contributions 
to the state unemployment compen- 

(Continued on page 53) 
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NATIONAL FAIR TRADE COMMITTEE 
PLANS INDUSTRY-WIDE ORGANIZATION 


Plans for organizing the Fair 
Trade movement nation- 
wide scale that will serve to the 


on a 


best advantage all the industries 





INGERSOLL 


WILLIAM H. 
concerned have now been pre- 
pared by the committee appointed 
for that purpose at the New York 
meeting of April 4th. Before 
making a public report, however, 
the committee, according to 
Chairman William H. Ingersoll, 
needs further time to consult the 
varying interests. “The failure 
of a complete understanding of 
function and the absence of an 
agreed upon singleness of pur- 
pose,” says Mr. Ingersoll, “would 
result in much waste effort 
due to indecision and argument 
that the ultimate success of the 
project might be jeopardized.” 

The organizers have held three | 
meetings and agreed upon two 
steps designed to produce a con- | 
crete definition of purpose and 
adequate financial support. The 
first step proposed is the creation 
of a Preliminary Plans Commit- 


so 





tee. The second is the creation 
of a Finance and Membership 
Committee which would carry 


these preliminary plans to the 
point where an adequate organi- 
zation can carry out a complete 
program supported by an annual 
income. 

Present plans contemplate a 
final organization to be controlled 
by membership groups and indi- 
vidual members to which will be 
allotted voting powers to be de- 
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termined by the numerical and 
industrial importance of each 
group. Seven such groups have 
been suggested, representing re- 
spectively, manufacturers, whole- 
salers, retailers, Fair Trade sec- 
retaries, legal counsel, trade asso- 
ciations and consumer organiza- 


tions. 
The Committee has in view 
general membership  classifica- 


tions based upon group divisions 
with budget quotas assigned to 
each division and individual dues 
to be worked out by duly author- 
ized representatives of each 
group. 

The activities to be undertaken 
by the organization, Mr. Inger- 
soll believes, present no perplex- 
ities at this stage as compared 
with the more immediate problem 
of setting up an organization that 
will fairly and adequately repre- 
sent all the interests involved and 
bring about the most effective co- 
operation. The Committee agrees 
in general terms with the objec- 
tives stated at the New York 
meeting last April, in accordance 
with which the association finally 
established will devote itself to 
the promotion and defense of 
Fair Trade statutes and facilitate 
the understanding and operation 
of these laws, the fundamental 
purpose being to encourage the 
wider use of permissive vertical 


contracts defining the relation 


between manufacturers and sub- 
sequent handlers of trade-marked 
organizers 


products. The are 





RUSSELL A. ATKINSON 








united in recognizing the prime 


not only industry itself but the 
consumers of the country upon 
whom the prosperity of industry 
depends. 

The members of the Organiza- 
tion Committee are: William H. 
Ingersoll of Ingersoll, Norvell and 
Babson, chairman; Russell A. 
Atkinson, Brooklyn, N. Y. hard- 
ware dealer and chairman, Asso- 
ciated Electrical Appliance Deal- 
ers; Charles T. Evans, secretary, 
American National Retail Jewel- 
ers Assn.: Albert H. Gregg, 
American Cigarette 
and Cigar Co.; F. J. Griffith. 
president. Pennsylvania Drug 
Co.; William A. Hollingsworth, 
president Retail Tobacco Dealers 
of America; Henry Hoyns, chair- 
man, Harper & Brothers; R. D. 
Keim, vice-president, E. R. Squibb 
& Sons; Frank L. Magel, chair- 
man American Booksellers Assn.; 
John Wykoff Mettler, president, 
Interwoven Stocking Co.; E. L. 
Newcomb, vice-president, Na- 
tional Wholesale  Druggists’ 
Assn.; Edward Bellas, president, 
New York State Pharmaceutical 
Association; Crichton Clarke. 
legal counsel; Dr. Lee Galloway. 
economic adviser; Charles Ack- 
erman, secretary, United Inde- 
,pendent Grocers and Food Deal- 
ers Association—all of New 
York; also John W. Dargavel of 
Chicago, secretary, National As- 
sociation Retail Druggists; J. W. 
Scott of Grand Rapids, secretary, 
Bissell Carpet Sweeper Co.; John 
W. Anderson of Gary, Indiana, 
president, the Anderson Com- 
pany; Leavitt C. Parsons of Bos- 
ton, publisher Apothecary; Stan- 
ley Horner of Washington, vice- 
president, National Automobile 
Dealers’ Association. 


president, 


RESILENT RUBBER CO. 
IS REORGANIZING 


The Resilent Rubber Co., 
Wilkes-Barre, Pa., is in the pro- 
cess of reorganizing and is as- 
sembling its plant for the manu- 
facture of the Sure Gripper 
Broom Holder. The company’s 
new name is the Resilent Grip- 
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OLIVER IRON AND STEEL 
SALES CHANGES 


Oliver Iron and Steel Corp., 
Pittsburgh, Pa., has announced 
the following personnel changes: 
C. E. Guthridge, formerly man- 
ager of sales, has been made 
assistant to the president and 
John W. Braffett is now general 
manager of sales of the Black 
Hardware Division. Mr. Braffett 
was formerly associated with the 
Republic Steel Corp. 


J. P. KEOGH, JR., OPENS 
DISTRIBUTING FIRM 


James P. Keogh, Jr., has or- 
ganized his own business at 711 
E. Missouri St., El Paso, Tex., 
to distribute hardware and allied 
lines. His firm name is James P. 
Keogh, Jr. Mr. Keogh was 
formerly associated with the 


Beck-Keogh Co. in El Paso. 


UNITED DISTRIBUTING CO. 
A REPUBLIC DISTRIBUTOR 





The United Distributing Co., 
successor to Unity Mills Dis- 
tributing Co., Minneapolis, 


Minn., has been appointed offi- 
cial distributors of Republic 
Steel Corp.’s line of steel prod- 
ucts for the farm. 

The new organization, headed 
by F. P. Whiting, former presi- 
dent of Unity, has three ware- 
houses in Rochester, Minn., La 
Crosse, Wis., and at 1729 Broad- 
way, N. E., Minneapolis. In the 
field, United will be represented 
by the former Unity sales _per- 
sonnel. 
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AGE—WHILE IT’S NEWS 





DETWILER TO BE CHAIRMAN AND BATCHELLER 
PRESIDENT OF ALLEGHENY LUDLUM STEEL CORP. 


According to official announce- 
ment, W. F. Detwiler, president 
of Allegheny Steel Co., will be 
chairman of the board of the 
Allegheny Ludlum Steel Corp., 
now in process of being formed 
by merger, and Hiland G. Batch- 
eller, president, Ludlum Steel 
Co., will be president of the new 
company. 

There will be eight vice-presi- 
dents as follows: V. B. Browne. 
James O. Carr, E. B. Cleborne, 
A. F. Dohn, W. A. Givens, Lewis 
W. Hicks, Frank B. Lounsberry, 
and F. H. Stephens. Mr. Ste- 
phens will also be treasurer and 
E. J. Hanley will be secretary. 
A. W. Mace will be assistant 
secretary and assistant treasurer. 

The chairman, president and 
eight vice-presidents will be mem- 


bers of a board of directors con- | 


sisting of 19 persons, the other 
board members to be as follows: 
James C. Brady, Arthur E. Braun, 
William C. Kirkpatrick, Malcolm 
W. Leech, Frederick McDonald, 
William M. McKelvy, W. E. Ru- 
der, Neile F. Towner, and S. L. 
Whitestone. 


Mr Detwiler began with the 
Allegheny Steel Co. in 1909 after 
serving an apprenticeship in elec- 
trical engineering at the East 
Pittsburgh plant of the Westing- 
house Electric & Mfg. Co. His 
first job with Allegheny was as 
time card employee, but he rose 
rapidly to executive positions, 
having become plant manager in 
1919, general manager in 1928, 





W. F. 


DETWILER 
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vice-president in 1931, executive 
director in 
1934 and president in April, 1937. 

Mr. Batcheller began his steel 
career as a salesman for the 


vice-president and 














BATCHELLER 


H. G. 


Waverly warehouse of the Car- 
negie Steel Co. in 1909. He later 
became a mill salesman. In 1915 
he was made assistant to the 
president of Ludlum and was 
elected vice-president three years 
later. In 1925 he became execu- 
tive vice-president and was elect- 
ed president in December, 1930. 


WESTINGHOUSE OPPOSES 
“COURTESY DISCOUNTS” 


A statement and clarification 
by the Westinghouse Electric & 
Mfg. Co., and its Agent Jobbers 
of their policy of opposition to 
“courtesy discounts” on house- 
hold electric appliances was the 
most significant action taken at 
the 26th annual meeting of the 
Westinghouse Agent Jobbers’ 
Assn. at its May meeting. The 
announcement was made by J. S. 
Shaw, vic>-president of the Mos e- 
Handley Hardware Co., Birming- 
ham, Ala., president of the asso- 
ciation. 

“We are, and have always 
been, opposed to price conces- 
sions of this type,” Mr. Shaw 
said. “Courtesy discounts, or 
special price concessions to 
friends and business associates, 


| are manifestly unfair to the con- 


suming public. Moreover, were 
such a practice allowed, it would 














completely demoralize our dealer 
organization. If purchases direct 
from the jobber or manufacturer 
were permitted, it would simply 
be taking business from the deal- 
er that he is rightfully dependent 
upon.” 

Following the presentation of 
the Westinghouse Company’s at- 
titude by R. E. Imhoff. sales 
manager of the merchandise di- 
vision, the association unani- 
mously adopted a_ resolution 
aimed at clarifying its policies 
for the trade and the public. The 
resolution is as follows: 

“Whereas, the merchandising 
division of the Westinghouse 
Electric & Mfg. Co. has stated 
its policy definitely opposing the 
giving of courtesy discounts, now, 
therefore, be it resolved that the 
Westinghouse Agent  Jobbers’ 
Assn. in convention assembled, 
ndorses this statement of policy, 
and urges its members individu- 
ally and collectively to subscribe 
to it and use their best efforts 
to enforce it in their individual 
territories.” 








HICKEY SALES MANAGER 
FOR GENERAL SHAVER 
Edward V. Hickey has been 
appointed general sales manager 
of the General Shaver Corp., 
Bridgeport, Conn., manufacturer 
of the Remington Rand Electric 
Close-Shaver. Mr. Hickey was 
| formerly general sales manager 
of the Gillette Safety Razor Corp. 
and has also served as _ sales 


| 
| 
| 


counsel for a large clientele in 
foreign markets. 


BRANDON JOINS FONES 
BROTHERS SALES 


Benton D. Brandon has joined 
the sales organization of the 
Fones Bros. Hardware Co., Little 
Rock, Ark., and will cover terri- 
tories in and near Hot Springs 
and Little Rock. Mr. Brandon 
for the past year has been manu- 
facturers’ agent. From 1922 to 
1932, he was connected with the 
Brandon Stove Co. and for the 
five years following, he was vice- 
president and general sales man- 
ager of that firm. 





STAN L. HANSSEN HEADS NEW 
HOUSE FURNISHINGS MFRS. ASSN. 


Stan L. Hanssen, Hanson Scale 
Co., Chicago, was elected presi- 
dent of the House Furnishings 
Manufacturers Association of 
America, 29 South La Salle St., 
Chicago, at the initial meeting 
of the group’s board of directors 
in that city. Mr. Hanssen has 
been chairman of the organizing 
committee of housewares men 
who several months ago with- 


| drew from the National House 


Furnishings Manufacturers Assn. 

T. J. Reed, Reed and Higgins. 
Inc., real estate merchandisers, 
was appointed executive secre 


tary of the new association. Mr. | 
Reed will continue his connection 


with the real estate merchandis 
ing firm, of which he is senior 
partner, but will devote an in- 
creasing pirt of his time to the 


activities of the housewares asso- | 


ciation. He will handle the de 


tails for the first housewares and | 


appliance show to be staged by 


the new organization at the Pal- | 


mer House next January. Mr. 
Reed for several years was man- 
ager of the Merchandise Mart 


and resigned about two years ago 
to form the real estate firm. 
F. O. 


Co., was chosen 


Flowers, Wagner Mfg. 
vice-president 
and C. G. Carlson, Chicago Cur- 
tain Stretcher Co., treasurer. As 
chairman of the executive com- 
mittee, the directors selected A. 


W. Buddenberg, Lisk Mfg. Co. 








STAN L. HANSSEN 





GEORGE C. BLACK HEADS TEXAS 
WHOLESALE HARDWARE ASS'N 


At the forty-third annual con- 
vention of the Texas Wholesale 
Hardware Association, June 17- 
18, Buccaneer Hotel, Galveston, 
Tex., George C. Black, Dallas, 
The Southern Supply was 
Other officers 
vice-president, 


Co., 
elected president. 
elected are: first 
August Schumacher, Bering- 
Cortes Hardware Co., Houston 
(reelected); second vice-presi- 
dent, W. B. Wadel- 
Connally Hardware Tyler 
(reelected); secretary-treasurer, 
Nat M. Johnson, Southern Hard- 
Dallas The 
executive committee of 
John W. Tabor, Waco, chairman; 
N. F. Van Hoogenhuyze, San An- 
tonio; C. S. Roberts, Sherman, 
and Raoul Mueller, Beaumont. 

Following the association 
meeting, Friday morning, the 
Texas Hardware Boosters Club 
met in executive session and re- 
elected L. S. Pickup, Stanley 
Works, Dallas, as president. 
Other officers reelected 
W. E. Love, San Antonio, first 
vice-president; Dan M. Bell, 
Dallas, second vice-president, 
and Nat M. Johnson, Southern 
Hardware, Dallas, secretary- 
treasurer. These and the 
following compose the executive 
committee: J. F. Boxwell, Dal- 
las, chairman; Harry A. Taylor, 


Connally, 
Co., 


ware, (reelected). 


consists 


were: 


men 





Houston; Fred C. Buck, Hous- 
ton, and Frank D. Winslow, 
Dallas. 


An outstanding feature of the 
convention was the address of 
Benjamin F. Fairless, president 
of the United States Steel Corp., 
the wholesalers’ 


who discussed 


| plete market picture of the whole 
| 


relations with the steel manufac- | 


stated that 
the “steel maker is concerned 
about the welfare of the 
ware jobber, for the latter is one 
of the important 
through which his products reach 
the ultimate consumer. It has 
been estimated that between 10 
and 15 per cent of the finished 
products of the United 
States flow through these chan- 


turer. Mr. Fairless 


agencies 


steel 


nels.” 
He remarked, “The  whole- 
saler or jobber has a_ logical 


place in the general scheme of 
He 


does not have to apologize to 


distribution and __ selling. 
anyone for his presence on the 
business scene nor be denied his 
right to a fair compensation for 
his services.” Mr. 
complimented the hardware 


Fairless also 


trade, saying, “You gentlemen 
of the hardware group have rea- 
son to be proud of improved 


merchandise you are offering the 
consumer at prevailing prices.” 


CHICAGO HOUSEFURNISHINGS SHOW 
FEATURES HOME BUILDING EXHIBIT 


Housewares and major appli- 
ance buyers who visit the Mer- 
chandise Mart, Chicago, for the 
Homefurnishings Market, July 5- 
16, will witness the introduction 
of many new items and will have 
the opportunity of seeing the new 
Home Building Exhibit, now be- 
ing rushed to completion for the 
event. Illustrating the changing 
design for living and giving added 
impetus to the current building 
spurt, which will affect house- 
wares sales, this completed dis- 
play of all that’s new in home 
construction should prove of 
those whose business 
has to do with any phase of the 
American home. 

The displays are operated as 
an educational feature for public 
benefit with all the building ma- 
terial associations represented in 
separate display spaces. Exterior 
and unusual interior treatments 
of brick, lumber and stone are 
portrayed in the respective rooms 
of the associations’ representing 
these materials. For interior 
treatments, the tile association, 
the steel association and the 
marble association have designed 


value to 


34 





rooms showing the various uses 
of their products. 

In addition to the association 
rooms, wall covering, heating 
equipment, insulation, air condi- 
tioning, the use of lime, zinc, 
hardware, and displays in the 
form of services rendered by pub- 
lic utility companies, water, gas, 
and electricity, may be viewed. 

A feature of the display is a 
“model village,” 33 homes de- 
signed by the country’s leading 
architects, built to scale with 
appropriate landscaping, so that 


the public can actually see the | 


hard- 





homes drawn from the blueprints 


in front of each home. 

Another feature of the market 
this year will be a unique dis- 
play, sponsored by the 14th 
Floor Mart Club of the building. 
The exhibitors on this floor will 
dramatize in separate sections of 
their show windows those items 
which rate special emphasis: 
those shown for the first time 
anywhere; those of proven pro- 
motional value; those that rank 
first in exceptional quality. Ex- 
hibitors feel that this graphic 
method of presenting the com- 





housewares industry is particu- 
larly appropriate for this sum- 
mer’s market. With inventories 
low and the prospect of a fall 
upturn conceded by most econo- 
mists, a more realistic and flex 
ible buying policy is expected to 
govern purchases. 


PLASTIC CEMENTS FIRM 
OPENS DALLAS PLANT 


The Armstrong Co., Post Ave. 
and South St., Detroit, Mich., 
manufacturer of plastic cements, 
putties, and specialties, has 
opened a new manufacturing 
plant in Dallas, Tex., te serve 
the company’s expanding busi- 
ness in the Mid-South and South- 


west. Glisson Wilson, southern 
sales manager, has been placed 
in charge of the Texas plant 


which will also serve as the com- 
pany’s southern sales headquar- 
ters. The concern has a 
factory and sales office in Chi- 


also 


cago. 


W. O. HADLEY IN RUBBER 
CEMENT BUSINESS 56 YEARS 


William Ogden Hadley, gen- 
eral manager, St. Louis Rubber 
Cement Co., 3952 West Pine 
St., St. Louis, Mo., on June 14 
celebrated his 56th year in the 
manufacture of rubber cement 
and his 70th birthday anniver- 
sary. Mr. Hadley is associated 
with his brothers Frank K. and 
Harmon L. in the management 
of the Hadley Bros.-Uhl Co. at 
the same address. 

Mr. Hadley and his brothers 
represent the third generation of 
“The House of Hadley” which 
was established in 1850 by Wil- 
liam Hadley of Lynn, Mass. The 


Hadley family conducted the 
rubber cement business in that 
city for many years prior to 


moving to St. Louis. 

Frank K. Hadley, Jr., repre- 
senting the fourth generation of 
Hadleys’ as rubber cement man- 
ufacturers, is in charge of the 
production. 


HARDWARE MAN RETIRES 
AFTER 59 YEARS 


C. M. Howard, pioneer hard- 
ware man of Florence, Kan., is 
retiring from business because of 
failing health. Mr. Howard in 
1879 became associated with the 
T. P. Alexander hardware in 
Florence, where he remained for 
25 years. In 1904 he organized 
his own business with which he 
continued actively in the man- 
agement until May 1. Mr. How- 
ard, who is 81 years old, has 
made no business plans for the 
future. 








YORK E. LANGTON JOINS 
COAST TO COAST STORES 


York E. Langton has recently 
joined the staff of the Coast to 
Coast Stores Central Organiza 
tion, Inc., Minneapolis, Minn. 





YORK E. LANGTON 


He will be responsible for 
further expansion of the Coast to 
Coast Stores in the Northwest, 


including Minnesota, Wisconsin, 
Iowa, Nebraska, South and North 
Dakota, Montana, Wyoming. and 
Colorado. He will bead the de- 
partment known as New Store 
Division and will be franchise 
manager of that department. 
Mr. Langton had formerly been 
identified with the development 
and expansion of the associated 
plan for the Marshall-Wells Co.. 
Duluth, Minn. 

The Coast to Coast Stores fea 
ture hardware, auto supplies, 
tires, batteries, paints, varnishes. 
glass, housewares, electrical sup 
plies, washing machines, refrig 
erators, radios, etc. The Central 
Organization at the present time 
is supplying approximately 235 
stores located in the Northwest. 
All Coast to Coast Stores are in- 
dependently owned. 


GOODRICH MECHANICAL 
GOODS DISTRICT MANAGER 
Ralph McPeake has been ap 
pointed Detroit, Mich., district 
manager of The B. F. Goodrich 
Co., mechanical goods division. 


| Joining the Diamond Rubber Co. 


} in 


1909 and Goodrich in 1914. 
McPeake has held various posi 
tions as a sales executive. 


DESOLVO COMPANY 
IN NEW QUARTERS 
The Desolvo Co., manufacture: 


of cleaning products, has moved 
into new buildings at Waynes- 


| burg, Pa., where the firm has 


| larger and more modern manu- 


The com- 


located in 


facturing facilities. 
pany was formerly 
Pittsburgh, Pa. 
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GOLF TOURNAMENT AND BANQUET MARK 
FIRST BIRTHDAY OF THE KEYSTONERS 


To celebrate the group’s first | Mr. Brown; Millard I. Jackson, 


birthday. The Keystoners, an 
organization of salesmen calling 
on wholesale hardware and mill 
supplies distributors in Pennsyl- 
vania and metropolitan Phila- 
delphia, held a golf tournament, 
banquet and stag show at the 
Melrose Country Club, Chelten- 
ham, Pa., June 15. Favored by 
ideal weather the party attracted 
a large number of golfers, soft- 
ball players and fans and quoits 
enthusiasts. Fifty-seven mem- 
bers and guests participated in 
the golf tournament. A softball 
game between a team represent- 
ing The Keystoners and a team 
of guests was an_ interesting 





battle the guests being the vic- | 


tors, with a score of 11 to 1. 
A gross card of 80 brought 
the 


Supplies. In the kicker’s handi- 
cap there were three men who 


had net cards of 71 strokes: 
F. B. Klepper, Theo. C. Ulmer, 
Inc., Philadelphia: J. M. Bur- 


nett, E. I. du Pont de Nemours 
& Co. and G. T. Brecht, Hajoca 
Corp. Awards for the winning 
golfers were given out at the 
banquet at which time David 
Moffat, The L. S. Starrett Co., 
president of The Keystoners, 
welcomed the members’ and 
There were 250 mem- 
and guests present at the 
banquet and floor show. Arrange- 
ments for the party were in 
charge of Robert Brown, Union 
Twist Drill Co., chairman of the 
entertainment committee. The 
sports program was directed by 
a committee of which John J. 
Deasy, manufacturers’ agent and 
Ww. J. 
& Die Corp.. vice-president of 


guests, 


bers 


The Keystoners, were co-chair- 
men. 

Seated at the guest table 
were: President Moffat; Vice- 
President Eberlein; Arthur E. 
Meigs, manufacturers’ agent, 


secretary-treasurer of the club; 





championship honors _ to | 


John Ora, New York City, Mill | 
ot ee ee oe et. | elected president of The Drybak 





Eberlein, Greenfield Tap | 


| Behr-Manning Corp.; 


M. G. 
Hayden, manufacturers’ agent; 
Goffrey L. Hunt, manufacturers’ 
agent; E. C. Sullivan, Hunter & 


Havens, Inc., Hartford, Conn., 
representing The Nutmeggers 
and H. Patton, Philadelphia. 


Others at the guest table were: 


Elliott C. Paddock, Greenfield 
Tap & Die Corp.; Mr. Ora; 
Percy Maddock, Maddock & 


Co., Philadelphia; G. M. Fill- 
more, New York, Modern Ma- 
chine Shop and Kenneth A. 
Heale, New York, Harpware 
AGE, representing the Hardware 
Boosters. 


H. J. MUNGER HEADS 
DRYBAK CORP. 


Henry J. Munger has _ been 
Corp., Binghamton, N. Y., suc- 
ceeding the late Herman A. 
Speh. Mr. Munger was presi- 
dent of the company from 1922 
to 1931. Mr. Munger was asso- 


ciated with Mr. Speh in the pur- 


chase of the business of the 
Lewis M. Weed Co. in 1922, 
which firm was later reincor- 


porated as The Drybak Corp. 
Other officers elected are: vice- 
president, John A. Davids, who 
is in charge of the 
Haskell & Davids division; sec- 


sales of 


retary-treasurer, Warren G. 
Grady, and assistant secretary 
and treasurer, Miles A. Mac- 
Queen. 


IKE FISHER JOINS 
MARLIN FIREARMS 





} 


in 1911 for the Selby Smelting 
and Lead Co., San Francisco, and 
was with that company until 
about 1920 when the U. S. Car- 
tridge Co. (owned by National 
Lead Co.) bought the Selby 
business. He then went with the 
U. S. Cartridge Co. selling its 
metallic cartridges and shotgun 
shells. He remained with that 
firm until U. S. sold its end of 
business to Winchester in 1927. 
Mr. Fisher then became asso- 
ciated with Winchester, selling 
the U. S. Brand, remaining until 
1937, when Winchester took the 
U. S. line off the market. 





NICHROME STOCKED 
ON PACIFIC COAST 


A representative stock of high 
nickel content alloys in various 
shapes and sizes, particularly Ni- 
chrome and Nichrome Vi, is now 
available for immediate delivery 
to the Pacific Coast trade, ac- | 
cording to an announcement of 
the Driver-Harris Co., Harrison, 
N. J. The warehouse is located 
at 316 Eleventh St., San Fran- 
cisco, and the Pacific Coast rep- 
resentatives are the Electrical 
Specialty Co., Ltd., who have 
been engaged for many years in 
serving the electrical manufac- 
turing industry with such prod- 
ucts as Bakelite, Mica Insulator, 
and Isolantite. Nichrome stocks 
will be maintained also in 
Angeles and Seattle. 


Los 


200 ATTEND ESSEX COUNTY. 
N. J., PICNIC 
Approximately 200 
the annual picnic of the Essex 
County (New Jersey) Retail 
Hardware Association, June 12, 


attended 


Ike Fisher of Seattle, Wash., | at Forest Lodge, Mt. Bethel, 


well-known gun and ammunition 
man on the Pacific Coast, has 
joined with the Marlin Fire Arms 
Co., New Haven, Conn., as repre- 
sentative in Oregon, Washington, 
Idaho, and also Alaska. Mr. 
Fisher started selling ammunition 


Officers of The Keystoners are: Vice-president, W. J. Eberlein, 


representing Greenfield Tap & Die 


Corp.; president, David 


Moffat, representing The L. S. Starrett Co., and secretary- 


treasurer, Arthur E. Meigs. 
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manufacturers’ 


representative. 


| 
| 





New Jersey. A_ baseball gamc 
’ 
between dealers and salesmen re- 


| sulted in the dealers winning the 


to 12. Other games and 
refresh- 


game, 17 


amusements as well as 


| ments were provided for both the 


children and grown-ups. 





REVERE COPPER MAKES 
SALES CHANGES 


Revere Copper and Brass Inc., 
Rome, N. Y., has made the fol- 
lowing changes in its sales or- 
ganization: R. K. McCreery, who 
formerly covered a portion of the 
New England territory, was trans- 
ferred to Los Angeles, Calif. R. 
E. Spriggs, formerly of the Rome 
office will succeed to Mr. Me- 
Creery’s old territory. S. R. 
Knight, formerly of Rome, has 
been appointed junior salesman 
for Chicago and vicinity suc- 
ceeding C. C. Bronson, who re- 
cently resigned. Mr. Knight will 
work out of the company’s Chi- 
cago office at 1585 Merchandise 
Mart, which is under the super- 
vision of Revere’s Chicago office 


manager, (©. A. Baldwin. 


POT AND KETTLE NEWS 


At the last meeting of the 
Portland Pot and Kettle Club, 
Tuesday, June 7, the following 
officers were elected for the year, 
1938-1939; president, Holt Berni, 


Holt Berni Co.; first — vice- 
president, Glen Gillett, Glen 
Gillett Co.; second  vice-pres- 


ident, Lloyd Simons, M. Seller 


Co.; secretary, Fred Starrett, 
Portland General Electric Co.: 
treasurer, Ed. Ritchie, Dohr- 


mann Hotel Supply Co., and the 
following board of directors: W. 
Clark Wright, Meier & Frank 
Co.: Robert Morrison, factory 
representative; James Stewart, 
M. Seller Co., and Hoy Pauly, 
Honeyman Hardware Co. 

Mr. Berni, the new president 
of the Portland club is well 
known throughout. the Pacific 
Northwest as representative for 
the Glass Co., Vernon 
Potteries, Bartlett-Collins Co., 
and Harper J. Rosenberg. 

The Seattle Pot and Kettle 
Club, instead of holding its reg- 
meeting, was taken for a 
through the King County 
where a luncheon’ was 


Heisey 


ular 
tour 
Jail, 
served. " 


| SOUTH AFRICAN HARDWARE MAN 
STUDYING AMERICAN METHODS 





R. James of Randles Bro. & 
Hudson Ltd., Durban, Natal, 
South Africa, visited the Harp- 
WARE AGE offices recently. He is 
in this country for several weeks 
studying American distribution 


| and management methods, par- 
| ticularly as applied to wholesale 


| distribution of hardware and 
allied lines. His firm distributes 
at wholesale general merchan- 


dise with a large section of its 
activities devoted to hardware 
lines, selling both American and 





British goods. 
Mr. James attended the recent | 


golf tournament of the Eastern 
Hardware Golf Association at 
Shawnee, Pa., where he made a 
host of warm friends and made 
a good start at getting acquainted 
with American executives who 
could direct him in his study of 
methods in this country. 

Discussing problems common 
to his own business as well as to 
similar firms in America, Mr. 
James commented on the more 
rigid observance of manufacturer 
to wholesaler to retailer to con- 
sumer distribution policies in his 
own country. 
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30 STATES TO SHARE IN $1,000,000 
WILDLIFE CONSERVATION FUND 


Bureau 
AGE) 


(Washington 

of HARDWARE 

A Congressional appropriation 
of $1,000,000 for allocation to 
states cooperating with the De- 
Agriculture under 


partment of 
conservation law 


the wildlife 
passed last session will enable 
the Biological Survey to launch 
its new program early in July. 
At least 30 through 
their executive departments, have 
assented to the provisions of the 
Federal law and New York, 
South Carolina, Rhode Island, 
Kansas, Virginia, New Jersey 
and Kentucky have passed spe- 
cial legislation enabling them to 
participate fully in the program. 
according to the Bureau. 
Distribution of the money 


states, 


propriated by Congress will be | 
reg- | 


done in accordance with 
ulations to be promulgated by 
the Department. 


Since put the 


Agriculture 
the law was 
statute books, the 
Biological Survey has drawn up 
which 


held 


on 


tentative regulations on 


regional hearings were 


throughout the country and _ all | 


state departments were 


given an opportunity to express 


game 


their views. 


With this background, the 


Bureau prepared a revised sched- | 
ule of regulations for presenta- | 


tion at the annual convention of 
the International Association of 
Game and Fish Commissioners in 
Asheville, N. C. The conven- 
tion, scheduled for the week of 
June 20, will be followed by a 
further necessary, 
and formal promulgation of the 
rules by the Department. 


revision, if 


The program contemplates the 
eventual allocation of $3,000,000 
a year—the current 
from Federal on 
guns and ammunition—to the 
states for the development of a 
program for wildlife 
Among the other 


proceeds 


excise taxes 


planned 
conservation. 
stipulations making the various 
states eligible for Federal aid is 
that funds 
from the sale of hunting licenses 
must not be diverted to purposes 
other than wildlife conservation. 
In other words, sportsmen can 
be assured under the program 
that money hereafter spent 
licenses, guns and ammunition 
will be sponsoring a systematic 
program of protecting and con- 
serving the country’s wildlife re- 
sources. 


the sule received 


Congressional enthusiasts such 


as Representative A. 





| termine 
| fur bearing animals after a trap- 
ap- | 


Bureau of | 


on | 


| enveloped the course. 


Willis | 


of Congress to assure maximum 
benefits from a program which 
has been characterized as “the 
greatest step forward in wild- 
life conservation ever taken by 
the National Government.” 
Local projects on which the 
plan to spend 
the program, as 
by Representative 
include: 


various states 
funds under 
outlined 
Robertson, 

1. A state-wide game survey to 
learn more definitely the status 
of the stocks of game and fur 
bearers on which to be able to 
base a more intelligent adminis- 
tration of wildlife resources; 

2. A survey to de- 
the remaining 


detailed 
whether 
ping season are sufficient for 
seed stock the following year; 
3. An cen- 


extensive research 


| 
| ter has been set up to conduct 


studies particularly in relation 

to game birds; 
4. Construction 

national 


of open-top 
pens in forests to per- 
attempt to breed a more virulent 
and natural stock; 

5. Construction of dams and 
dikes to flood additional marsh- 
lands to further develop. state- 
owned lands as waterfowl areas: 

6. Purchase of deer for trans- 
planting to newly acquired na- 
tional-forest where deer 
were eliminated years before the 


areas 


lands returned to public owner- | 
| 


chip; 
ing rapidly under rigid 
protection afforded; and 

8. The purchase of isolated 
tracts of land controlling con- 
siderable acreages of winter 
range for deer and elk to reduce 
the winter-feeding problem. 


more 


HARDWARE TRADE ASSN. 
HOLDS GOLF TOURNAMENT 


Thirty-three hardware men and 
their guests turned out the 
golf course of the St. 
Golf Club, St. Albans, 
Island, N. Y., for the 
annual tournament of The Hard- 
ware Trade Association of New 
York, June 14. 
of rain the tournament started as 
scheduled and continued through 
the heavy showers which later 
Although 
some players sought the shelter 
of the club house during the 


on 


second 


Robertson, Democrat of Virginia, | showers quite a few of the golf- 


propose to push for a $3,000,000 


| ers plugged on right through the 


appropriation at the next session | rain until the completion of their 
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| Federal Hardware Co., welcomed 


mit mating of wild turkeys in an | introduced his life long friend. 





7. A study to determine why 
mountain sheep are not increas- 


| dressed 


| mission in two cease and desist 
orders 


Albans | 
Long | 


| buckskin, 


Despite threats | 





matches. To J. C. Miller, Beth- 
lehem Steel Co., went the honor 
of having the lowest gross card, 
87 strokes. W. J. Green, The 
L. S. Starrett Co., had a gross 
card of 91, William Rave, Rus- 
sell, Burdsall & Ward Bolt & Nut 
Co., Port Chester, N. Y., had a 
gross card of 94. Robert 
Igoe Bros., and W. W. Edwards, 
Federal Hardware Co., each had 
gross cards of 95 strokes. 

In the kicker’s handicap M. C. 
Harriman, American Steel & 
Wire Co., had a net of 73. Other 
low net cards were: F. W. Quail. 
Lisk Mfg. Co., 74; Robert Doti, 
Igoe Bros., 75; and Nat Blum- 
berg, Hempstead, L. I., hardware 
dealer, 77. The prize for high 
gross score was won by O. J. 


Doti, | 





Beekman of the Pittsburgh Steel 
Co. 

More than 
guests attended the banquet held 
in the evening at the clubhouse, 
being awarded at that 
President W. W. Edwards, 


40 members and 


prizes 
time. 


the guests and congratulated the 
Robert Doti, chairman 
committee 


winners. 
of the entertainment 
Joseph V. Loscalzo, assistant dis- 
trict attorney of Queens County, 
who briefly outlined the troubles 
which beset foreign born folks 
who are the innocent victims 
of extortionists and racketeers. 
Group singing and other infor- 
mal entertainment concluded the 
day’s festivities. 





SCHLUETER MADE 

BANK CHAIRMAN 
Walter H. Schlueter, president 
of the Schlueter Mfg. Co., 4616 
North Broadway, St. Louis, Mo., 


H. SCHLUETER 


was elected chairman of the 
board of directors of the United 
Bank and Trust Co., St. Louis. 
For a number of years, Mr. 
Schlueter has been identified 
with that banking institution as 
a director. 


w. 


TUBULAR RIVET GIVES UP 
BOSTON OFFICE 


The Tubular Rivet & Stud Co. 
has given up its offices at 85 
Lincoln St., Boston, Mass., and 
moved them to the company’s 
plant at Wollaston, Mass. 


TERM “CHAMOIS” IS LIMITED 
TO A SPECIFIC TANNAGE 


The term “chamois” may only 
be to describe the flesher 
or undersplit of a sheepskin, oil 
and suede finished, ac- 
ebrding to an announcement of 
the Tanners’ Council of America, 
New York. This definition, 
promulgated by the Council years 
ago, has been officially recog- 
nized by the Federal Trade Com- 


used 


which were issued last 
year. 

“During the past few years 
some leather concerns have been 
selling various chamois substi- 
tutes such as pigskin, deerskin, 
as genuine 
announce- 
“Very 


etc., 
chamois,” says this 
ment which continues: 
few buyers and hardly any of 
the consuming public are sufh- 
ciently well versed to.be able to 
distinguish the difference. In 
one instance in particular, the 
practice of the tanner or dis- 
tributor in selling this class of 
merchandise has been to show a 
sample and call it ‘chamois’. The 
merchant buys and makes out 





his order as ‘chamois’. However, 
when the goods are shipped they 
are invoiced as ‘leather’ or ‘sheep- 
skins’. Most of the time the 
buyer does not notice this and 
advertises and displays the goods 
‘chamois’, or even as_ oil- 
dressed sheepskins, and is sur- 
prised to have his attention 
called to the fact that his con- 
cern is misrepresenting or violat- 
ing a Federal Trade Commission 
order.” 

The Council calls attention of 
dealers and retailers to this sit- 
uation as well as the definition 
of “chamois” and the cease and 
desist orders issued by the Fed- 
eral Trade Commission for the 
reason that recent offerings of a 
chrome tanned grained sheepskin, 
dyed to resemble chamois, have 
been placed on the market. Since 
the chrome tanned skin does not 
have the water-absorbing proper- 
ties of the oil-dressed skin, nor 
has it been split, the Commis- 
sion has ruled the sale of such 
material as “chamois” as an un- 
fair trade practice. 


as 
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MASTER LOCK CO. IS CITED BY FTC 
FOR ALLEGED PATMAN LAW VIOLATION; 
PRESIDENT P. E. YOLLES ISSUES STATEMENT 


violation of the 
Robinson-Patman Act in the 
sale of padlocks, the Federal 
Trade Commission issued a com- 
plaint against Master Lock Com- 
pany, Milwaukee, Wisc., on 
April 22, 1938. 

The respondent company is 
alleged to have discriminated in 
price between purchasers of its 
padlocks of like grade and qual- 
ity, granting some a larger dis- 
count from uniform prices than 
accorded to others, and granting 
some an allowance equal to 
freight charges on shipments of 
purchased. These  dis- 
counts and allowances, accord- 
ing to the complaint, were made 
to certain companies which were 
in active competition with other 
concerns not receiving such 
favors. 

Specifically, the case centers 
around the company’s _ sales 
policy in granting a 5 per cent 
quantity discount to jobbers 
whose cumulative purchases to- 
tal more than $10,000 a year. 

“The whole case results from 
a misunderstanding,” according 
to P. E. Yolles, president of 
Master Lock Company, who 
states, “No company has worked 


Charging 


goods 


KINSEY IN NEW YORK 
FOR WESTINGHOUSE 

Fred S. Kinsey has been ap- 
pointed manager of the north- 
eastern district for the lamp di- 
vision of the Westinghouse Elec- 
tric & Mfg. Co. He will make 
his headquarters at 150 Broad- 
way, New York City. 

Mr. Kinsey joined the West- 
inghouse organization 21 years 
ago after a brief career in the 
advertising business as _ adver- 
tising manager of the Bridgeport 
Brass Co., Bridgeport, Conn., 
later joining the staff of the Mc- 
Graw Publishing Co. He went 
to Westinghouse Company’s lamp 
division in 1917 as sales repre- 
sentative and in 1922 was man- 
ager of its syndicate department. 
In 1928 he became manager of 
the Philadelphia office and in 


1929 was made manager of the | 
with | 


middle-western district 
headquarters in Chicago. 


WOOSTER 25-YEAR CLUB 
INCREASED BY FOUR 


Four more members have 
joined The Wooster Brush Co., 
Wooster, Ohio, “Quarter-Century 
Club.” They are Minerva S. 
Franks, Walter D. Schuch, Roy 
B. Campbell, and Roy E. Me- 
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and 





more vigorously and consistently 
than our own to free the inde- 
pendent hardware dealer from 
the price advantages given by 
others to mail order, department 
store and chain store groups. 
“The price differenial for job- 
bers buying over $10,000 a year 
came about not only because of 
difference in cost of 
production, sale and 
but because of competitive con- 
ditions well-known to the trade. 


resulting 
delivery, 


In the case of our company, the 
resale prices have been carefully 
maintained so that every re- 
tailer buys from his jobber on 
the same basis as every other 
retailer. Furthermore, sales are 
not made to chain and 
mail order houses, directly or 
under any disguise of brand, 
name or design. 

“Consequently, we _ believe 
that when the true facts are 
known, our jobbers and dealers 
will appreciate even better than 
before how much the Master 
Lock Company is doing to main- 
tain an equitable basis of com- 
petition and to strengthen the 
position of the independent 
hardware dealers.” 


stores 


Ilvaine. All were presented with 


-solid gold, engraved watches by 


D. J. Foss, general manager, in 
commemoration of their loyal and 
faithful services. This brings 
the total of club membership to 
22. 
NEW SUPERFEX 
DISTRIBUTORS 

The Perfection Stove Co., 
Cleveland, Ohio, has appointed 
the Carrier-Wilson Co., Inc., Ro- 
anoke, Va., and the Jackson 
Hardware Co., Aberdeen, S. D., 
as distributors for its Superfex 
oil burning refrigerators. The 
Carrier-Wilson territory includes 
22 Virginia counties and two in 
West Virginia—Monroe and 
Greenbrier. The Jackson Hard- 
ware territories include 19 coun- 
ties in the northern part of South 
Dakota and three counties in 
North Dakota—Bowman, 
Adams. 
M. J. FIELDS MANAGES 

SOLDINE CORP. 


Mark J. Fields has been elect- | 
ed treasurer and general manager | 


of the Soldine Corp., Chicago, 
manufacturer of liquid solders, 
plastic sealers and mastics. O. 
H. Herron, president of Herron- 
Zimmers Co., Detroit; L. H. Cur- 





Sioux. 


ry, consulting engineer; Arthur 
R. MacDonald, president of Mac- 
Donald-Potter, Inc.; and E. R. 
Christensen, all of Chicago, were 
elected directors. Mr. Christen- 
sen continues as president. Mr. 
Curry was also elected vice-presi- 
dent and M. M. Becker was 
elected secretary. 


ALABASTINE INSTALLS 
NEW PAINT MILLS 


Alabastine Co., Grand Rapids, 
Mich., has installed a new roller 
mill and a 200-gallon pebble 
mill, in order to meet the re- 
quirements of increased produc- 
tion and to facilitate shipment 
of orders. 


WESTERN ASSN. OFFICER 
ON KANSAS STATE BOARD 


Clarence G. Nevins, Dodge 
City, Kan., a vice-president of 
the Western Retail Implement 
and Hardware Association, has 
been appointed by Governor 
Huxman as a member of the 
Kansas State Board of Regents 
in charge of educational insti- 
tutions. 


LAMSON & GOODNOW 
NEW REPRESENTATIVE 


Lamson & Goodnow Mfg. Co., 
Shelburne Falls, Mass., manu- 
facturer of cutlery, has  ap- 
pointed E. F. Roberts, 215 West 
Weber Road, Columbus, Ohio, 
as representative in Indiana and 


Ohio. 


CORRECTION 


Harpoware AGE, on page 41 of 
its June 2 issue, announced the 
addition of W. P. Getty, Jr., ana 
J. J. Coy to the sales staff of 
the American Screw Co., Provi- 
dence, R. I. Through an error 
the photos of Messrs. Getty and 


W. P. GETTY, JR. 








AMARILLO HARDWARE 
IN NEW WAREHOUSE 


The Amarillo Hardware Co., 
Amarillo, Tex., has moved stock 
from the warehouse at 506 Tyler 
St., which the company has oc- 
cupied for the past 2 years to a 
new $250,000 plant at 600 Grant 
St. The new warehouse is de- 
signed to meet the needs of 
changing methods of distribu- 
tion. Every modern device to 
make possible the most efficient 
and economical distribution of 
merchandise has been incorpo- 
rated in the construction of the 
building. 

A pneumatic 
handling of 
Western 
sound system makes it possible 
for m 
municate 


tube — system 
customers’ 


Electric 


speeds 
orders. A 
com- 


any department to 


instantly with any 


other department. A spiral con- 
merchandise — by 
the 
the 


and an 


veyor brings 


gravity from upper floors 


shipping de- 


electrically 


directly to 
partment 

controlled dumb waiter autornati- 
cally serves all floors. The load- 
ing docks are capable of 
accommodating 200° or 
The segregation of de- 


more 
trucks. 
partments, made possible in the 
new building, eliminates all con- 
fusion and possible errors in the 
filling of orders. 

Officers of the Amarillo Hard- 


ware Co. are: president, E. W. 


E. W. 


Hardin; vice-presidents: 
Pipkin, E. D. Bagot; secretary, 
G. C. Ratcliff, treasurer, A. G. 
Atterbury, and assistant secre- 
tary-treasurer, R. C. Neely, Jr. 


incorrectly identified 
and are shown here correctly 
identified. Mr. Getty will cover 
metropolitan New York and the 
state of New Jersey and Mr. Coy 
will cover the Middle West from 
Detroit, for the company’s new 
American Plus screw with the 
patented Phillips Recessed Head. 


Coy were 


J. J. COY 





DONALD J. FOSS DIES SUDDENLY 


As we go to press word is re- 
ceived of the sudden and unex- 
pected passing of Donald J. 
Foss, nationally known paint 
brush authority, on Sunday, June 
19. He was 54 years old. Mr. 
Foss had undergone a_ severe 
operation on June 15 and a heart 
weakness had developed which 
resulted in his death. 

Mr. Foss, better known to his 
many friends as Don Foss, was 
the chairman of the _ board 
vice-president and general man- 
ager of the Wooster Brush Co., 
Wooster, Ohio. In that capacity 
he had the responsibility of vis- 
iting Chinese bristle markets for 
his company. He was the first 
bristle buyer from the United 
States ever to have visited the 
important bristle dressing center 
of Hotu, China. He regularly 
made these trips to the Orient 
and while on a bristle buying ex- 
pedition in 1936, Mr. Foss was 
one of the first men to make 
regular use of the trans-Pacific 
telephone between his office and 
China. 

Mr. Foss was associated in the 
Wooster Brush Co. with his 


WILLIAM A. KILIAN 


William A. Kilian, 53, propri- 
etor of the William A. Kilian 
Hardware Co., Germantown, Pa., 
and vice-president of the Penn- 
sylvania and Atlantic Seaboard 
Hardware Association, passed 
away recently after an illness of 
six months. Mr. Kilian estab- 
lished his hardware business at 
Chestnut Hill 30 years ago and 
for the past 12 years had been 
located in Germantown. He had 
been vice-president of PASHA 
for four years and a former pres- 
ident of the Philadelphia Hard- 
ware Association. His widow 
survives. 


D. J. KENSINGER 


Daniel J. Kensinger, 67, for- 
hardware dealer at Nap- 
panee and Leesburg, Ind., passed 
away recently following an_ ill- 
His widow 


mer 


ness of three days. 
survives, 


MRS. JOHN T. MARTINDALE 


Mrs. John TT. Martindale, 
widow of the late president and 
treasurer of the Van Camp 
Hardware and Iron Co., Indian- 
apolis, Ind., passed away at her 
home in that city after an ex- 
tended illness. Mr. Martindale 
died last January 31 in Miami, 
Fla. 

Mrs. Martindale was a daugh- 
ter of the late Courtland Van 
Camp, who founded the Van 











father Walter D. Foss, president 
of the firm, and his brothers 
Oscar H., in charge of export 
industrial sales; Clifford P., 
treasurer, and Walter R., adver- 
tising manager. 

He was an active participant 
in the joint annual conventions 





DONALD J. FOSS 


of the American Hardware Man- 


ufacturers Association and the 
National Wholesale Hardware 
Association. His passing will 


come as a loss to his wide circle 
of friends in the hardware in- 
dustry. Funeral services were 
held Wednesday, June 22. 


He is by his widow. 


on 
survived 


Camp Hardware and Iron Co. 
and was a sister of the late Ray- 
mond P. Van Camp, who headed 
the company until his death. 
She leaves a son, Elijah B., and 
two nieces, Mrs. Rosamond Van 
Camp Hill and Mrs. Henry Lane- 


tor. 


JOSEPH WADE 
Joseph F. Wade, 72, who had 


been in the hardware business 
at Coney Island, N. Y., for al- 
most 50 years, died suddenly 
June 17. He leaves his widow, 
four sons, Joseph, Jr., Edward, 
Eugene, and Vincent Wade, and 
two daughters. 


STATISTICAL SERVICES 

TO BE COORDINATED 

Five years after its creation as 
an agency to improve the Gov- 
ernment’s statistical services and 
eliminate unnecessary  duplica- 
tion, the Central — Statistical 
Board has been asked by Presi- 
dent Roosevelt to report on the 
increasing number of reports re- 
quired of business and industry 
by various Government depart- 
ments. 

Expressing concern over the 
increase, Mr. Roosevelt wrote to 
Stuart A. Rice, board chairman, 
seeking to learn the extent of 
duplication, the authority under 
which various departments are 
collecting figures, and methods 
of improving the service consis- 
tent with efficiency and economy 








both to the Government and to 


industry. 

Although the President was 
not critical of the Statistical 
Board’s activities, reference to 
the scope of its duties, togeher 
with the White House letter, 
would indicate the Board had 
failed completely in its desig- 


nated functions. 

An official publication names 
these activities: 

“The Board reviews plans for 
statistical inquiries, including 
questionnaires, instructions, tab- 
ulations, and statistical releases 
proposed by Federal agencies. 
Through such review the Board 
serves as a clearing house 
through which the statistical ac- 
tivities of one agency can be 
brought to the attention of other 
interested agencies. It seeks 
thereby to improve the quality 
of statistical information; to 
further economy in the statisti- 
cal services, and to protect the 
public from unnecessary and un- 
duly burdensome inquiries. . . .” 


CONFERENCE HELD ON 
RECOVERY PROBLEMS 


Representatives of the Amer- 
ican Federation of Labor joined 
with representatives for Industry 
and Government in a precedent- 
setting conference on recovery 
problems, June 14 in Detroit. 
The conference was sponsored by 


the Detroit Chapter, National 
Industrial Advertisers’ Associa- 
tion. 


Cooperating in the organiza- 
tion of the conference were such 


important groups as the Auto- 
motive Parts and Equipment 
Manufacturers’ Assn., the Mich- 
igan Manufacturers Assn., the 


Society for the Advancement of 
Management, the Machine Tool 
,Association of Detroit, The As- 
sociation Business Papers, com- 
posed of the nation’s major 
trade periodicals, of which Harp- 
ware ACE is a charter member, 
Screw Machine Products Assn., 
American Welding Society, So- 


ciety of Automotive Engineers. 
and the Purchasing Executives 


Association of Detroit, ete. 

The conference was under the 
chairmanship of J. H. Van 
Deventer, editor, The Iron Age. 
It was held in conjunction with 
the National Convention of the 
Advertising Federation of Amer- 


ica, in Detroit. 


NEW FLORIDA STORE 


W. H. Sellers has opened his 
new Bartow Hardware and Furni- 
ture Co., at 525 East Main St., 
Bartow, Fla. The business will 
be a subsidiary firm of the Bar- 
tow Bargain House. 





SEEK BROADENED SOCIAL 
SECURITY BENEFITS 
(Washington Bureau 
of HARDWARE AGE) 

With the unemployment insur- 
ance machinery of the Social Se- 
curity Act undergoing its first 
real test coincident with the cur- 
rent business slump, talk of re- 
vision is becoming more vocal 
than at any other time since the 
law was put on the statute books. 

Despite the criticism of some 
business groups that social se- 
curity taxes are unduly burden- 
some when profits are falling 
and tend to hold prices up while 
purchasing power is diminishing, 

a few organizations are pushing 

for a broadening of the law to 


make insurance benefits more 
substantial. 
For example, the American 


Association for Social Security, 
which has established a reputa- 
tion for being severely critical 
of the Administration’s program 
since its enactment, reports that 
present unemployment insurance 
laws have done little to reduce 
home and work-relief rolls. On 
the contrary, it reports that the 
country’s relief rolls increased 
the first quarter of 1938 although 
unemployment insurance was 
supposed to reduce the need for 
relief. 

The organization also attacked 
the Social Security Board’s sys- 
tem of identification numbers, 
revealing that administrative 
procedure requires one clerk for 
every 1000 persons insured as 
compared to the English system 
which has, according to the asso- 
ciation, one clerk for every 5000 
persons. 

The Social Security Board’s 
Advisory Council, composed of 
24 members, six of whom repre- 
sent employers, six for labor and 
12 for the consumer, have been 
working on the question of revi- 
sion for some time. When called 
upon by Senator Vandenberg 
during the latter months of the 
75th Congress to submit recom- 
mendations, the council reported 
it was unable to do so because 
the scope of its study had been 
broadened considerably. The 
council promised its recommen- 
dations would be available to 
the Congress when it reconvenes 
early in 1939. 

“Instead of giving ‘a sense of 
security, ” the American Asso- 
ciation for Social Security said. 
“the average payment was not 
sufficient to cover even the most 
elementary needs of the unem- 
ployed in any part of the coun- 
try, as judged even by home- 
relief standards throughout the 
nation, unless they had other 
means of their own or had small 
families and received the larg- 
est checks, is obvious.” 
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anD ROPE must Be FLEXIBLE, Too! 


eo in scientific laboratories prove that Columbian Rope is the 
most flexible, easiest-to-handle rope under all conditions, even 
when wet. 


That's because every single fibre in Columbian Rope is waterproofed * 
before it is made into rope. Our own special process minimizes swelling 
of fibres when wet. That keeps Columbian Rope flexible, whether wet 
or dry. 

There is less internal friction in Columbian Rope because it is properly WHITE 
lubricated. That means you get longer, harder wear from Columbian. 
It's the ideal rope for strength, flexibility and long life. 


COLUMBIAN ROPE COMPANY 
352-80 Genesee Street, Auburn, “The Cordage City,” N. Y. 


COLUMBIAN 


Tape Marked, Pure Manila Rope 
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Stove Industry Holds 





Merchandise Convention 





SAMUEL DUNCKEL 
Managing Director 


sé HE stove industry has done 

sntirely too little to inform 

the public about the great 
improvements made in its products,” 
declared S. C. Baer, Cincinnati, 
Ohio, advertising man, before the 
merchandising convention of the In- 
stitute of Cooking and Heating Ap- 
pliance Manufacturers, June 8-10, 
at the Netherland-Plaza Hotel, Cin- 
cinnati. Mr. 
publicity director of the Institute, 
stated, “What the industry needs is 
a considerably larger number of 
consistent advertisers who are able 


Baer, who is also 


to use media reaching the masses. 
Money spent for modern styling, 
mechanical improvements. and 
better materials does not earn its 
full return unless the public is 
educated to recognize and demand 
the better product.” 

Mr. Baer said the gas industry 
had done fine publicity service in 
recent years and that the electric 
range manufacturers “have an in- 
teresting campaign under way.” 
“But you don’t hear much about 
coal-burning appliances either from 
an association or individual manu- 
facturers,” he added. Mr. Baer 
also pointed out that the industry 
should be concerned with the pre- 
ponderance of advertising on the 
part of refrigerator, radio, washing 
machine, automobile, and other in- 


40 


Manufacturers discuss the methods of 
increasing consumer demand, sales cam- 
paigns, design trends, home economics 


dustries that bid for the consumers’ 
dollars because the public spends 
its money in greatest volume for 
those comforts and conveniences 
which are most widely, consistently, 
and correctly advertised and sold 
to it. 

J. C. Aspley, president of the 
Dartnell Corp., and former editor of 
Sales Management, expressed the be- 
lief that “we must sell ourselves out 
of the depression.” “Price cutting,” 
he said, “never has, perhaps never 
will, permanently solve any major 
sales management problem. Every 
time you grant a special discount, 
or offer some price inducement, to 
get some particular order, you have 
taken the first step in making that 
price the going price for the entire 
industry. Pin your faith on service 
selling, rather than price selling, 
and determine to strengthen the 
service selling job that you are 
doing. The banks are loaded with 
money; the public is spending $644,- 
000,000 this year for pleasure; 
everybody wants something—and 
the more we can persuade those 
people to buy, the sooner good times 
will be back. 

“This country has ample credit, 
ample money, and ample plant 
facilities to do twice the business it 
is doing. It can be done if business 
and labor and Government will just 
forget their petty squabbling over 
power, and get down to doing the 
one job that all of them must do if 
they wish to survive.” 

Miss Frances Weedman, home 
economics consultant, Chicago, 
spoke on the part that home 
economics plays in the merchan- 
dising of cooking apparatus. David 
F. Kahn, president, Estate Stove 
Co., Hamilton, pointed out that his 
company of Greater Cincinnati, was 
the oldest company represented at 





A. P. CHESTER 


Globe-American Corp. 
Institute President 


the convention “and the oldest 
stove company in the United States.” 
The company was organized 106 
years ago in 1832 at Hanging Rock. 
Ohio, later was moved to Cincinnati, 
and has been in Hamilton 55 years. 
Mr. Kahn has been in the stove 
business for 43 years. 

Walter Dorwin Teague, industrial 
designer, spoke on modern design 
in industry. A. F. H. Scott, Anthra- 
cite Industries, N. Y., told of the 
development of modern equipment 
for more economically and more 
satisfactorily heating and cooking 
with anthracite coal. 

Preceding these discussions 
which occupied the morning and 
afternoon, of Thursday, June 9, the 
Institute on Wednesday had held 
business and committee meetings. 
The committees that met were: 
executive committee, oil division, 
chairman, Russell N. Hanson, Amer- 
ican Gas Machine Co.; sales and 
advertising, chairman, E. F. Garno. 
Floyd-Wells Co.; manufacturing, 

(Continued on page 66) 
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Culaaiy 


HINGES 


AND WROUGHT STEEL 


HARDWARE 


Quality Products 
Manufactured Since 1899 


DOOR BUTTS 
Strap and Tee Hinges 
Wrought Steel Shelf Brackets 
Safety Hasps and Hinge Hasps 
Ornamental Hinges 
Garage Door Hardware and Door Handles 
Screen Door Hardware 
Cellar Window Sets 
Back Flaps and Chest Hinges 
Corner Irons and Corner Braces 
Heavy Pressed Steel Door Handles 
Barrel Bolts 


« » 


All Are Available Through Progres- 
sive Jobbers and Are Fully Described 
in our Catalog No. 19, a Copy of 
Which Will Be Sent Upon Request. 


RIFFIN 


anufacturing Company 


ERIE, PENNSYLVANIA 


A 





AGENTS: 
NEW YORK: 45 Warren St. BOSTON : 100 Purchase St. 
CHICAGO: 162 N. Clinton St. SAN FRANCISCO: 703 Market St. 
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STOP WASTE! 


Liberal quantity of each of these twelve 
fast-selling Bright Wire Goods items is 
packed in its own colorful 5c consumer 
package. Repacked two dozen to shelf 
display carton. End wastes of bulk selling 
—make a fixed liberal profit on every sale! 





SELF-HELP 
DISPLAY! 


Place one beside your 
cash register — watch 
prospects se// themselves, 
serve themselves. Easy- 
loading, all-metal, self- 
vending, colorful. Included 
in Deal No. 1140. 


These twelve items now in 5c consumer packages constitute 
over 50% of all Bright Wire Goods sales! And now they are 
easy-to-handle, easy-to-display, easy-to-sell — with every sale 
showing a profit. Join the thousands of dealers who have 
ended ‘“‘Cracker Barrel’ selling days for Bright Wire Goods 


with Androck’s Vend-A-Pak— 


THE 
WORCESTER, MASS., @ 


WASHBURN COMPANY 


ROCKFORD, ILL. 
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Hours and Wages Law Passed 
With Retail Exemption Clause 


Effective mid-October, new legislation provides graduating 
minimum wages from 25 cents to 40 cents per hour on seven- 
year program and maximum hours of from 44 hours to 40 
hours on three-year plan. Retailers probably affected by 
child labor and other restrictions and may face complete 
regulation through state laws now existing in 14 states 


ONTAINING a clarifying 
amendment exempting retail- 
ers who sell most of their 

goods in intrastate commerce from 
the minimum wage and maximum 
hours provision, the Fair Labor 
Standards Act of 1938 was approved 
by both Houses of Congress on June 
14, culminating a two-year battle on 
the part of the Roosevelt Adminis- 
tration to re-enact Federal wage- 
hour standards thrown overboard by 
the Supreme Court invalidation of 
the NRA in May, 1935. The law 
becomes effective in mid-October. 

Despite this exemption, retailers 
are nevertheless affected by other 
provisions of the law from which they 
are not exempted and by the prob- 
able long-range effect of manufac- 
turing and handling costs of those 
who are directly covered by the wage 
and hour provisions. Also, if pur- 
chasing power is increased as a re- 
sult of higher minimum wage levels 
in industry, as forecast by sponsors 
and by labor leaders, the volume of 
business handled by retailing estab- 
lishments will of course be affected 
by the new law. 

The status of retail stores has been 
vague under almost every wage and 
hour bill proposed for the past two 
years and while sponsors were quick 
to disclaim any intention of covering 
purely local businesses the admin- 
istrative agency undeniably would 
have possessed power to include re- 
tailers. Not until Representative 
Celler, Democrat of New York, sub- 
mitted what he called “a clear-cut 
exemption” were retail groups satis- 
fied that they were definitely ex- 
cluded—--at least from the wage-hour 
standards. His suggested revision 
was incorporated in the final draft 
as passed by both Houses. 
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By L. W. MOFFETT 


Washington Representative 
of Hardware Age 


Under Section 13 of the law, work- 
ers employed in a “local retailing 
capacity” are exempted and a subse- 
quent clause provides that wage and 
hour standards shall not cover em- 
ployees engaged “in any retail or 
service establishment the greater 
part of whose selling or servicing is 
in intrastate commerce.” This sec- 
tion has been endorsed by several 
retail groups and the American Re- 
tail Federation, among others, had 
submitted similar amendments to its 
members for approval. The exemp- 
tion appeared to be eminently satis- 
factory to most retail organizations. 


Presumably Included 


On the other hand, wholesalers 
and mail order establishments pre- 
sumably are included under all pro- 
visions of the law although there 
were reports that a few concerns en- 
gaged in direct mail selling and in 
wholesale distribution were ready to 
claim immunity on the grounds that 
their products do not cross state 
lines. The prevailing view was that 
their claim of exemption stood little 
chance of being validated by the 
administrator, a $10,000-a-year ex- 
ecutive designated by the President 
under the Department of Labor but 
functioning independently of that 
agency. Also, the status of chain 
stores was not entirely clear but the 
general view was that, barring un- 
foreseen action on the part of the ad- 
ministrator, chains, along with other 
retailers, could claim exemption if 
the greater part of their selling or 


servicing was demonstrated to be in 
intrastate commerce. However, 
purely “local” retailers appeared to 
have the edge in being assured of 
exemption over their competitors 
whose volume of intrastate sales 
might be questionable. 

The child labor provisions, under 
which the employment of persons 
under 16 is prohibited, may apply 
to retailers, depending to a large 
degree upon the Children’s Bureau 
of the Department of Labor, the 
agency designated to interpret this 
part of the act. If, for example, the 
Bureau considers the term “han- 
dling” in the same category as “pro- 
duced,” there is the definite possi- 
bility that retailer stores will be 
obliged to comply with the child- 
labor restriction. In any event, the 
provision is not especially contro- 
versial among retail groups, it is 
pointed out, since most of them al- 
ready are on record as opposed to 
child labor and favoring control over 
the practice. 

Section 15 of the law prohibiting 
the handling of goods produced in 
violation of the minimum wage and 
maximum hours provision is of di- 
rect concern to the retailer since the 
retailer would be a link in handling 
and delivering goods. This section 
is softened, however, to the extent 
that it outlaws the process of selling 
“with knowledge” that the goods 
were produced in violation of the 
wage provisions of the law. 

Violators of this provision are sub- 
ject to a fine of not more than $10.- 
000 or to imprisonment for not more 
than six months or both but this 
again is qualified by the stipulation 
that the prescribed penalty applies 
only to “willful” violators. 

Retailers are also somewhat con- 
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cerned over the power given the ad- 


ministrator and his agents to enter 


a business establishment and inspect 
records, question employees, and in- 
vestigate any practices or matters 
“he may deem necessary or appro- 
priate to determine whether any per- 
son has violated any provision of 
this act, or which may aid in the 
enforcement” of the law. This pro- 
vision admittedly is not as broad as 
comparable sections in other wage- 
hour bills which authorized what was 
commonly described as “snooping 
expeditions” but nevertheless could 
be disturbing to retailers if the pow- 
er is abused. 

Those employers who are covered 
by the wage-hour provisions, are re- 
quired to pay minimum wages of not 
less than 25 cents an hour the first 
year, not less than 30 cents for the 
succeeding six years and 40 cents 
after seven years unless the admin- 
istrator permits a lower rate but this 
cannot fall below 30 cents. How- 
ever, if the administrator so orders, 
employers can be required to pay a 
minimum wage of 40 cents an hour 
the first year or any other year 
thereafter. 

The maximum number of hours 
permitted each week will start at 44 
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during the first year, will drop to 
42 hours the second year, then 40 
the third year. Overtime work has 
to be compensated for at time and a 
half. 


Wage Rates 


One feature of the act comparable 
to the former NRA setup is the es- 
tablishment of industry committees 
whose job is to recommend wage 
rates above the minima. The com- 
mittees, composed of an equal num- 
ber of members representative of the 
public, employers and employees, 
are named by the administrator to 
make studies and submit their find- 
ings and recommendations for mini- 
mum wage rates as high as are found 
to be consistent with employment 
and competitive conditions in the in- 
dustry. If the recommendations 
made by a committee are not satis- 
factory to the administrator he can 
name another committee and carry 
out its recommendations. 

Both the industry committees and 
the administrator have the difficult 
job of handling the question of geo- 
graphical differentials—crux of the 
opposition from Southern members 
of Congress which was an outstand- 


ing factor in delaying enactment of 
a wage-hour law for more than two 
years. But the approved bill, while 
interpreted as containing geograph- 
ical safeguards, provides that no 
minimum wage rates shall be pegged 
on a regional basis alone. Other 
factors to be considered include com- 
petitive conditions affected by trans- 
portation, living expenses and cost 
of production; wages paid under 
collective bargaining agreements or 
by employers already maintaining 
high wage for comparable 
work. 

Despite these so-called geograph- 
ical safeguards there were Repub- 
lican members of Congress from the 
North who hailed passage of the bill 
as marking the end of migration of 
industries south to take advantage 
of lower labor costs. 

The American Retail Federation. 
in an analysis of the wage-hour law. 
pointed out that control over the 
minimum wages and maximum hours 
of intrastate retailers under the act 
“clearly remains with the state.” It 
characterized the approved draft as 
“effectively” exempting retailers and 
listed bona fide executive, adminis- 
trative. professional and local retail- 


levels 
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ADVANCES 


Tin. Rubber. 


Hides. 


DECLINES 


Galvanized Sheets. Nails. 


Standard Galv. Hardware Cloth. 

One Make Cast Steel Chopping and Hand Axes. 
One Make Cast Steel Boys’ Household, Camp Axes. 
Cotton Mop Heads. Some Saddlery Hardware. 
Star Boston Pattern Heel Plates. 

Eagle Zinc Oxides, Lithopones. 


Estwing Hammers, etc.—An- 
nouncement has been made by Est- 
wing Mfg. Co., Rockford, IIl., that 
the prices and discounts on its line 
of steel and leather handled ham- 
mers, hatchets and hunting and 
scout axes will be unchanged for 
1938. 

* * * 

Steel Output and Prices— 
Steel operations gained 3.3 per cent 
last week, to 28 per cent of capacity, 
the third consecutive weekly rise. A 
year ago, output was at a rate of 
75.9 per cent, but was heading down- 
ward. Steel scrap, the acknowledged 
barometer of activity in steel, had its 
first strengthening movement last 
week, with prices at Pittsburgh mov- 
ing up. Galvanized sheets on June 
14 were reduced 15 cents per 100 lb. 
from the schedules put out in 
March, 1937. 

* * * 

Nails and Wire Products 
Sales in these lines are relatively 
better than other steel products. On 
June 6, LCL prices were reduced 10 
cents per 100 lb., to $2.80 basis on 
nails at Pittsburgh, and $2.85 basis 
at Chicago. Prices on straight or 
mixed carloads to jobbers and re- 
tailers were not changed. Other Chi- 
cago LCL prices, on the new sched- 
ule are: 

Polished No. 9 
$3.55 per 100 Ib. 

Galvanized smooth fence wire No. 
6 to 9 basis, $3.65 per 100 Ib. 

Farm and poultry fencing, No. 
15% gage and heavier (ton column 
basis), $77 ton. 

* * * 


Hardware Cloth - 


fence staples, 


- Effective 


June 10, leading makers of standard 
galvanized hardware cloth put out 
new trade superseding 
those in effect since last November, 
and averaging about 6 per cent 
lower. 


discounts, 


* * * 


Fur Farm Netting—With no 
change in 19 and 20 gage poultry 
netting prices, manufacturers of 
heavy animal pen nettings, 14 to 18 
gage, have announced revised dis- 
counts. There is little or no change 
in the net costs to wholesalers or 
retail distributors, but a standard 
resale discount has been established, 
of 28 per cent, to fox farm owners 
for less than carload purchases. 

* & * 

Tool Lines—Except for an 
active demand for heavy construc- 
tion and grading tools for Govern- 
ment projects, tool sales have been 
quiet. A leading Eastern maker of 
cast steel chopping and hand axes 
reduced prices early this month. A 
slight markdown also has occurred 
on cast steel boys’, household, and 
camp axes. 





* * * 


Housewares, etc. — Declines 
recently reported include  mark- 
downs ranging from 1% cent per Ib. 
on competitively priced cotton mop 
heads to 2 cents per lb. on the better 
grades. Household scales, while re- 
cently unchanged in price, are show- 
ing some gain in demand. As a move 
toward economy, housewives check 
the weight of purchases closely to 
avoid loss by shortage or mistakes 
of the retail merchant. Buying of 
canning supplies is late, but with 
general confidence prevailing that 


there will be a rush season before 
long, due both to liberal crops on 
the way, and to the recognized econ- 
omy of home canning. A household 
incidental which has been doing very 
well in most of the stores has been 
fly swatters. Sales of electric fans 
have been really good on the popu- 
lar priced styles, but the conserva- 
tive nature of early buying leads to 
the belief that the active season will 
extend longer than usual. 


* * * 


Saddlery Hardware, etc.—Ef- 
fective June 10, Covert Mfg. Co. an- 
nounced a 10 per cent decline on 
their saddlery hardware items con- 
structed of brass, bronze, nickel, and 
nickel composition. Malleable iron 
items were not affected. A reduced 
price on Star Boston pattern heel 
plates is reported, with no general 
change on other styles. 

* * * 


Eagle Zinc Oxides, Lithopones 
—The Eagle-Picher Lead Co., Pig- 
ment Division, Cincinnati, Ohio, has 
announced a decline, as of June 15, 
on Eagle zinc oxides, in bags. As 
of June 16 the company also an- 
nounced a decline in the price of 
Eagle lithopones in bags. 

* *& * 


Garden Tools—Lawn Mowers 
—Diversely affected by moisture con- 
ditions, early sales of garden tools 
and lawn mowers were disappoint- 
ing in many sections, but a corre- 
spondingly improved later demand 
will make the season’s picture more 
favorable. Lawn seed sales have 
been better than average, and grass 
shears, hedge trimmers and the like 
have sold freely. Prices on garden 
and lawn tools have held very firm, 
since this season’s prices were an- 
nounced last fall. 

* * * 


Metal Lath—Effective June 1, 
manufacturers revised the zone 
boundaries governing the various 
price schedules on metal lath, bead- 
ing. channels, etc., with lath prices 
reduced one cent per square yard, 
and the footage goods about $1 per 
1000 lineal feet. In some of the re- 
zoned territory, however, changes in 
boundary result in a slight advance 
in the delivered costs. 
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Automatic Stokers— 
While industrial large 
stoker units have been running con- 
siderably behind last year’s levels, 
it is reported that sales of household 
units, and transactions in the smaller 
cities are running ahead of Jast year. 

* * * 


Paints and Accessories—A 
steady volume of household sizes 
and types of paints and lacquers, as 
well as brushes, affords a decided 
contrast with the greatly depressed 
volume of general paint sales. The 
latest industry statistics, covering the 
first four months of 1938, and re- 
ported through the Department of 
Commerce, showed a drop from 
above $142,000,000 total a year ago 
to about $106,000,000 this year. It is 
believed that summer sales figures 
will better the relative showings. 


* * * 


Furniture Sales— Late an- 
nouncements by the National Retail 
Furniture Association, while show- 
ing an average sales decrease of 
some 17 per cent compared with the 
corresponding opening _months of 
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1937, report that purchases are hold- 
ing up well in the rural districts, and 
particularly in the South and the 
Northwest. City business, typified 
by reports from Chicago, Cleveland, 
and Boston, has dropped off more 
than the average, though a good 
share of the sales decrease is ac- 
counted for by demand veering to- 
ward the lower priced pieces. Sac- 
rifice sales in the cities have moved 
out certain over-supplies. 
* *& * 

Firearms and Ammunition— 
Wholesalers are reminding their 
customers that these lines are not 
affected by the removal of the ex- 
cise tax on sporting goods, which 
will take effect on July Ist. There 
will be no change or reduction in 
the excise tax which has been col- 
lected from the manufacturers of 
firearms and ammunition for a num- 
ber of years. Dealers who delayed 
placing their fall orders due to any 
uncertainty on this score are now 
coming into the market. Jobbers 
learn that prices on game traps are 
expected to hold firm throughout 
the season. 


LaSalle Map of Business Conditions 
For July, 1938 
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Hardware Fares Favorably— 
Despite the present operating rate of 
general there is definite 
evidence that hardware distributors 
are faring better than those selling 
other consumer lines. For one thing, 
the moderate nature of the spring 
upturn leaves a narrowed margin of 
loss this month, to be labeled as the 
traditional “summer slump.” With 
many dealers and wholesalers pro- 
ceeding conservatively, and purchas- 
ing close to their minimum needs, 
there is little opportunity for further 
or progressive curtailment. Jobbers’ 
sales have in fact steadied to fairly 
uniform month-to-month compari- 
sons with last year. Throughout in- 
dustrial sections, the falling off has 
averaged perhaps 28 per cent, and in 
the agricultural areas, as little as 16 
per cent from a year ago. Retail 
hardware prices have suffered less 
sharply than factory and wholesale 


business, 


quotations. 
* * * 

Farm News—Better weather 
conditions last week succeeded the 
earlier too-heavy rains throughout 
the grain belt. The return of sunny 
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days has helped prevent the further 
spread of rust—an anxiety among 
wheat growers. Harvesting opera- 
tions are moving northward rapidly, 
and recent news confirms the ex- 
tremely high yields, and the good 
quality of the grain. The usual 
“crop scares” caused a short and 
sharp price rise in grains during the 
June 13 week, but quotations soon 
settled back as the rains slackened 
and farmers were able to go into the 
fields again. The average prices of 
farm products are 25 to 30 per cent 
under a year ago, while as late as 
April 15 the ratio of prices received 
by farmers to the prices paid out by 
them for supplies, had declined to 
75 compared with the recovery high 
of 101. Farm income is sustained 
from sharper decline by the season’s 
increased sales of dairy and poultry 
products. 
* * ** 

Commodity Prices The 
wholesale commodity markets. led by 
rubber, hides, and non-ferrous metals, 
advanced early last week, along with 
rising stock market quotations. The 
Associated Press index of 35 weight- 
ed wholesale commodity prices rose 
on June 20 to 65.42 per cent of the 
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1926 average, from a 1938 low of 
63.86 per cent. In the metals mar- 
kets, tin rose to 411% cents, from a 
recent 35 cent low, influenced by 
news that the international tin com- 
mittee had cut production quotas 
for the quarter beginning July 1 to 
35 per cent of basic tonnages, to 
cope with the recent continued ac- 
cumulation of tin stocks. The tin 
quotas in the present quarter are 55 
per cent, and were 70 per cent in the 
first quarter. Export copper, and 
lead futures also were stronger last 
week. Rubber and hides contracts 
moved upward substantially. 
* * * 

Building Awards—Construc- 
tion contracts awarded in the 37 
eastern states during May reached 
above $283,000,000, the largest total 
since last July, according to F. W. 
Dodge Corp. The May figure was 
an increase of 28 per cent over the 
preceding month, and an increase of 
16 per cent over May, 1937. While 
the increase was largely in the heavy 
engineering classifications, residen- 
tial building gained 11 per cent over 
the preceding month and reached 
within 1 per cent of the correspond- 
ing month of 1937. Privately fi- 





nanced work of all kinds was only 8 
per cent less in dollar volume than 
in May of last year, while publicly 
financed work increased 55 per cent. 
The cumulative total of residential 
contracts for the first five months of 
1938 was $313,356,000. While this 
was 26 per cent under the first five 
months of 1937 (the peak period of 
the last recovery cycle), it remained 
20 per cent ahead of the similar 1936 
months. Public works and utilities 
projects amounted to $122,232,000 
last month, a huge gain over the 
$65,836,000 in May of last year. 
* & # 

Freight Loadings —- Carload- 
ings of revenue freight increased 
more than seasonally in the week 
ended June 11, to 553,854 cars, a 
gain of 10.2 per cent from the pre- 
ceding week (which included Me- 
morial Day), but a drop of 26.2 per 
cent from a year ago. Miscellaneous 
freight recorded the sharpest ad- 
vance over the preceding week while 
less than carlot merchandise also 
increased. These two items, together 
with coal, forest products and ore, 
declined substantially from last year, 
though grain and live stock ship- 
ments increased. 
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FOR ONE HOUR’S WAGES 


IN TERMS OF THE AMERICAN WORKERS’ MARKET BASKETS 


a. ~ i 
a 

SK ai al 
a al a la 




















TIN REPRESENTATIVE LARGE CITIES 





Seal 
)) 27.2¢ 30.7¢ 48.0¢ 125.06 


at teal Pork 


\ 239¢ 32:2¢ 76 95.0¢ 


@ oenores 10 cents 


White Bread 
Rye Bread 
Oatmeal 
Butter 
Margarine 
Lard 

Beef 

Mutton 


Veal 
Bacon 


kets per week. 





CONTENTS OF EACH BASKET 


5.709 ozs. Potatoes 6.487 ozs. 
1.229 “ 2.143 
2.103 “ Coffee 0.359 “ 
0.234 “ Tea 0.056 “ 
0.725 “ Cheese es7s * 

.280 “ Milk 0.337 qts. 
0.535 “ Eggs 0.665 
1.467 “ Rice 0.135 ozs. 
0.082 “ Macaroni 0.163 “ 
0.729 “ Beans 0.135 “ 
0.179 “ Prunes 0.099 “ 
0.334 “ 


Based on the average consumption of 100 American families, a fam- 
ily of 2 adults and 3 children will use: 4 baskets per day; 28 bas- 


Based largely on International Labor Office statistics for wages and 
prices in important cities of each country during October, 1935. 




















Experiments in political economy are going on in various countries, particularly abroad. What these mean as 
affecting the income and purchasing power of the average wage eamer is exemplified in the charts shown above. 
These charts are from “Labor Under the Isms”, which is published by the Transportation Association of America. 
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How to Increase Your Sales 


NOW the policies and tradi- 

kK tions of your house and 

talk and enthuse about 

your house to your customers on 

every occasion. By so doing you 

will not only be selling your house, 
but also selling yourself. 

Personal appearance is one of 
the greatest assets that a salesman 
possesses. One cannot be too 
scrupulous about one’s personal 
cleanliness. Hands and finger nails 
should be kept meticulously clean, 
hair should be neatly combed and 
linen should be spotless. Clothes 
should be pressed and brushed at 
all times. An unkempt and sloven- 
ly appearance will react harm- 
fully and will, in all probability, 
create the impression that you are 
as careless in your work,as you 
are in your appearance. 

Your manner of speech is a sub- 
ject that should be given serious 
thought. Like halitosis, our best 
friends will not tell us and the 
most serious offenders, whether it 
be because they speak indistinctly, 
swear too much, or offend in some 
other manner, very often do not 
realize it. Many of our men have 
given this subject thought to the 
point that they attend Dale Car- 
negie’s courses on public speak- 
ing, and others take courses at 
their local schools or at the 
Y.M.C.A. Remember, it is not the 
man who talks the loudest or the 
fastest who gets the order. Usual- 
ly the salesman who has acquired 
clear diction and a well-modulated 
voice is the one that can best hold 
the dealers’ attention. 

An old saying that “knowledge 
is power’ is correct. True, every 
good salesman in our line, or any 
line, should have a_ complete 
knowledge of the merchandise that 
he is endeavoring to sell. A line 
as broad as ours requires time and 
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By E. R. MASBACK 


President, 
Vasback Hardware Co., Inc. 
New York City. 


In an address to his sales staff. 
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experience to learn fully. It has 
been my observation, however, 
that our men frequently evade dis- 
cussing or even selling lines which 
they do not know thoroughly. I 
think that all of our men should 
keep a careful list of these lines 
and make it a point to improve 
their knowledge by discussing 
these items carefully and thorough- 
ly with various people in our 
organization who are well posted 
on them. 

There is much truth in the old 
saying, “pay attention to the little 
things and the big things will take 
> Our business 
does not lend itself to many large 
propositions. Our successful sales- 
men obtain their volume through 
selling their dealers a multitude of 
small items. By remembering all 
of the small items and knowing 
the story connected with each 
(which is less complicated than it 
sounds) their aggregate sales 
usually assume large proportions. 
A research as to the reasons why 
we have lost dealers in the past has 
proven conclusively that, in most 


care of themselves.’ 


cases, the dealers have become dis- 
satisfied with the house through 
the action, or inaction, of the 
salesman or some member of the 
inside staff, in connection with 
adjustments. 

It is said that good will is the 
greatest asset that a business can 
possess. This statement, of course, 
applies to a salesman as well as 
a business. Irrespective of how 
smart you think you are, or how 
perky an appearance you present, 
or any knowledge that you may 
possess of your lines, without the 
good will of your customers, you 
can not be a successful salesman. 
To get the good will of your trade, 
does not necessarily mean, drink- 
ing with them, becoming too inti- 
mate, or even in being too per- 
sonal. The attainment of good will 
can be accomplished by treating 
each and every customer with the 
respect that he deserves, with the 
consideration that he expects and 
with that concentration on each 
visit which allows the customer t» 
feel that the time you are spending 
with him is devoted entirely to his 
problem and not to the affairs of 
the world. 

And lastly, the most successful 
salesman may have-all of the fore- 
going attributes, may be a keen 
student of selling and may per- 
form all of the functions of a good 
salesman, but, unless you are will- 
ing to dedicate your life to the 
most honorable calling in business, 
namely that of a salesman, and 
unless you are willing to wear 
out more shoe leather (or tires, 
whichever the case may be) than 
your competitor, and unless you 
are willing to throw away your 
watch and devote all of the time 
necessary to your territory, you 
simply cannot be a success in the 
field of selling. 
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NATHAN P. DAZEY, 
chairman of the board, Dazey 
Churn & Mfg. Co., Inc., St. 
Louis, Mo., has been an active 
hardwareman since 1875. Dur- 
ing his 63 years in the hard- 
ware business he has been in 
the retail hardware business, 
a wholesale hardware sales- 
man and a hardware manufac- 
turer. In 1875 he left his 
home in Rockwall, Tex., to be 
a clerk in the Havens & Cowen 
Hardware Co., Fort Worth, 
Tex., with which concern he 
remained for about 4 years. 
Later he moved to Dallas, 
Tex.. where he was associated 
with Harry Bros., hardware 
and housefurnishings dealers. In 1902 he moved to St. 
Louis, to become a city salesman for Simmons Hardware 





NATHAN P. DAZEY 


Co., wholesale hardware distributors, returning a year 
later to Dallas, where he entered business for himself 
and later invented the Dazey churn. For a short time 
he operated a small manufacturing plant in Dallas, but 
moved again to St. Louis, in 1906, to be in a more central 
location for the manufacture and distribution of the 
churn. In September, 1906, the Dazey Churn & Mfg. Co., 
Inc., was incorporated with Mr. Dazey as president. About 
eight years ago Mr. Dazey was elected chairman of the 
board of directors, his son J. P. Dazey being elected 
president. At the age of 82 Mr. Dazey enjoys good health 
and is very active in the Dazey organization. Mr. Dazey 
was an ardent baseball player in Dallas, before there were 
professional teams in that section of the country, playing 
on a local team. Later he became a good tennis player. 
In his early years in Texas big game was plentiful, and 
he went on a number of big game expeditions on the 
Texas plains, buffalo being quite plentiful in those days. 
When he was in the hardware business in Fort Worth. 
Tex., he often saw “prairie schooners” loaded high with 
buffalo hides. At the age of 60 he became a golf en- 
thusiast and until five or six years ago played the game 
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regularly, often in the low eighties. He continues to play 
golf, at the present time, but not as often as in former 
years. He drives his own car and enjoys fishing trips, 
spending his summers in Michigan. 


W. E. BRUNER, senior 
partner, or “general adviser” 
as he likes to call himself, of 
the Bruner Ivory Handle Co., 
Hope, Ark., handle manufac- 
turers, recently celebrated 
both his 70th birthday and 
the 50th anniversary of the 
founding of his company. For 
the past half century the man- 
ufacture of handles has been 
his hobby as well as his liveli- 
hood. What is now a large 
business enterprise started as 
a one man concern in Cora, 
Mo., with Mr. Bruner shaving 
handles with a draw knife and 
then selling them to the trade 
within a radius of 100 to 150 
miles of his home. He later moved his business activity 
to nearby Milan. Mo., where hand operations were con- 
tinued until an increased demand for his product neces- 
sitated and enabled the purchase of machinery. In 1904 
Mr. Bruner moved his business to Almyra, Ark., where 
the firm began operations as the National Handle Co. 
Eleven years later the business was again expanded with 
the purchase of the Cotton Plant Handle Co., Cotton 
Plant, Ark. The business was then moved to Cotton 
Playt, Ark., and the firm name was changed to W. E. 
Bruner & Sons, his two young sons having previously 
been taken into the business. W. E. Bruner & Sons con- 
tinued to increase its operations and in 1919 moved to 
Heber Springs, Ark. The firm name, W. E. Bruner & 
Sons was continued until 1933 when the company pur- 
chased the Ivory Handle Co., Hope, Ark. The consolidated 
business then became the Bruner-Ivory Handle Co. Opera- 
tions at Heber Springs were gradually curtailed and now 
the entire plant is located at Hope, Ark. Mr. Bruner’s 
son, R. M., superintends the making of ash handles, his 
other son, W. C., having charge of the production of 
hickory handles. His son-in-law, Guy E. Basye, is gen- 
eral sales manager of the company. Mr. Bruner is an 
active member of the Methodist Church and has served 
for a number of years as Sunday School superintendent 
and member of the church board. 





W. E. BRUNER 


If you or one of your hardware friends 
have been in the hardware business 50 
years or more—you are eligible for 
membership in the Hardware Age Fifty 
Year Club. Let us know.—The Editors. 
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New and Improved Merchandise—Display Helps—Sales Literature— 


Window Trims — New Packages — New 


placed at the right distance from fire 
bed for broiling of fish, meats, etc. It 
is delivered in seven simple parts, with 
all necessary bolts and nuts, requiring 
only a few minutes to assemble. It 
measures 19% in. wide; 174% in. deep 
and 13% in. high. Each of two grills 
offers 225 sq. in. of cooking space. Net 
weight of unit is 78 lbs. Retail selling 
price, $20.00. American Brake Shoe 
& Foundry Co., 230 Park Ave., New 
York City. 


Simplified Adding Machine 


The new Remington Rand adding ma- 
chine has a 10-key keyboard, $9,999.99 
capacity 
pounds, 


and weighs less than 1] 


Other features are: handy cor- 


Trap Display 

This new wire display card for “Red- 
dick” and “Little Giant” traps is sup- 
plied free with an order of six traps by 





rection key, automatic total symbol, 
automatic ribbon*reverse, complete visi- 
bility, large readable type, non-glare 
black finish, and non-skid rubber feet. 
Cost is $57.50 and may be purchased 
for $5.00 down, balance monthly. Rem- 
ington Rand, Inc., 465 Washington St., 
Buffalo, N. Y. 


*‘Charco-Grill’ 


“Charco-Grill” is a complete outdoor 
grill, designed for cooking and broiling 
over lump charcoal or charcoal briquets. 
Sturdily built of gray cast iron with 
ten-bar malleable iron top grill and fin- 
ished in aluminum paint, it is a per- 
manent unit, ready to use. It has twe 
hinged grills; the lower one close to 
the coals for fast cooking of corn, pota- 


toes, coffee, etc. The upper grill is 








the Michigan Wire Goods Co., Niles, 
Mich. The company also offers free 
literature to help clerks become con- 
versant with the mole extermination 
problems and also free literature for 
customers. 
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Colors — Catalogs 


**Alleut’”? Lawn Mower 


Specially built for use on ornamental 
grass (grass that is kept cut short). 
Maker states used as an auxiliary ma- 
chine after use of regular mower, it cuts 





The 


all long weed stalks left. Alleut 
has no close adjustments and is opera- 
tive as long as the wheels can be made 
to spin. Its light weight enables op- 
erator to cover ground quickly. The 
16 in. Allcut for cutting stalks or banks, 
cuts to about one or two inches and 
retails for $19.50. The 24 inch Allcut 
for cutting stalks only, cuts to about 
two inches and retails for $24.50. Three 


extra blades are packed with each 
mower. Auto Sickle Co., South Natick, 
Mass. 


Roller Skate Display 


Built like a small theater stage, this 
display measures 16% in. long by 14 
in. by 13% in. deep and displays a 
full-sized roller skate. Colors are dark 
royal blue and orange with red, white. 
blue, and black lettering. Winchester 
Repeating Arms Co., New Haven, Conn. 
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Flower Picker and Pruner 


The “Snap-Cut” flower picker and 
pruner, maker states, cuts flowers sharp- 
ly and cleanly and lightly holds the 





flower stem in a clamp at the pruner 
head. Thus it can easily be operated 
with one hand. In pruning, pruned 
branches can be lifted away and easily 
disposed of instead of letting them drop 
into the bushes. This “Snap-Cut” is 
equipped with sturdy non-pinching han- 
dles and has a heavy rust-resisting fin- 
ish. It cuts branches of one-half inch 
diameter. Included with each “Snap- 
Cut” is an attractive box and a coupon 
entitling the purchaser to obtain free of 
charge a copy of “Secrets of Success in 
Pruning.” Suggested retail selling price 
is $1.75. Seymour Smith & Son, Inc., 
Oakville, Conn. 


Cleaner and Purifier 

This Universal cleaner and_ purifier 
No. E60 cleans, shampoos, sprays, deo- 
derizes, demoths, dusts and purifies the 





air, according to the manufacturer, Lan- 
ders, Frary & Clark, New Britain, 
Conn. Retail selling price of this mod- 
el, complete with attachments, is $59.95. 


Arrow Pole Connector 


Arrow pole connectors are compact, 
durable and light. Maker states any 
desired length of pole can be made 
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quickly from short three or four foot 
sections as rigid as one piece with these 
connectors. They are available in two 
types, both equipped with lock ring to 
prevent spreading—brass, acid dipped 
and lacquered to prevent tarnishing, and 
steel, attractive dark green enamel fin- 














ish. Greenview Mfg. Co., 2557 Green- 
view Ave.. Chicago, Ill. 


Fishing Rod Display 


This window display card, with large 
double wing easel, measures 15 in. by 
12 in. and is printed in six colors. 





Available from The American Fork & 
Hoe Co. Sporting Goods Division, 
Geneva, Ohio. 


Plantcraft Outfits 


Plantcraft Horticultural Outfits are di- 
vided into four outfits covering different 
phases of gardening, each one complete. 





modern and practical. Outfit No. 1 is 
for plant propagation—seeds, cuttings. 
hormones; Outfit No. 2 (illustrated) 
proper conditioning for plants—-soils. 
fertilizers, nutrients; Outfit No. 3, plant 
diseases and insects—insecticides, fungi- 
cides, traps, baits, and repellants, and 
Outfit No. 4, plant genetics, artificial 
pollenation and the production of hy- 
brids. Each outfit contains complete 
equipment and chemicals needed to put 
into practice the latest discoveries and 
advancements in horticulture, together 
with its own manual, giving clear infor- 
mation and many drawings illustrating 
every detail of the subject. The com- 
plete unit retails for $15.00; Outfit Nos. 
1 and 2, retail for $3.50 each and Nos. 
3 and 4, $4.50 each. The Porter Chem- 
ical Co., Hagerstown, Md. 


Corbin’s New Catalog 


The Corbin Cabinet Lock Co., New 
Britain, Conn., has announced publica- 
tion of a new catalog which can be is- 
sued in whole or in part to meet the 
needs of different classes of buyers. To 
fulfill the latter provision, the catalog 
has -been divided in four sections. 
Each section is a complete catalog in 
itself, alphabetically and numerically 
indexed at the front in readable and 
well-spaced type and containing com- 
parison tables and general information. 
Each section has also a catalog number. 
No. 101 shows cabinet locks, including 
cabinet locks, night latches, special pur- 
pose locks and cylinders, suit case and 
trunk locks, strikes and escutcheons; 
Catalog No. 102, padlocks; Catalog No. 
103, miscellaneous hardware including 
cabinet hardware, letter boxes, suit case 
catches, name plates, hinges, hasps. 
stays, brackets, case corners, mending 
straps, etc., and Catalog No. 104, keys 
and key blanks. Users of all four lines 
will receive Catalog No. 100 which con- 
sists of a sturdy loose leaf binder con- 
taining all four sectional catalogs, which 
are also loose leaf, separated by sec- 
tional dividers with visible index tables. 
These sectional dividers are similar in 
material, color, and design to the vari- 
ous covers which distinguish the sec- 
tional catalogs. On the merchandise 
pages themselves, numbers are large 
and black, placed conspicuously at the 
upper outside corners of the pages. De- 
scriptions are complete and presented 
so far as possible in tabular form with 
a uniformity of style. 
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f) PUMDS-WATER SYSTEMS HAY TOOLS DOOR MANGE 








A sanitary water supply 
—you hear it on every 
hand—health authorities— 
state authorities—local au- 
thorities are becoming more 
critical as the type of pump 
to be installed in a well or 
cistern to pump the water 
for the family, for the stock 
or for other purposes. 


Myers House Pumps, 
long known for their su- 
perior design and construc- 
tion, their special improve- 
ments, ease of operation 
and large capacity, are 
rapidly replacing the cheap 
poorly constructed pitcher 
pump in many localities. 
The tens of thousands of 
these pumps already in 
use testify that they already 
bear an established repu- 
tation for improved per- 
formance over ordinary 
types. 


It pays to sell Myers 
House Pumps — satisfied 
users, yes sir, but just as 
important worth-while 
dealer profits. Let's have 
your inquiry by return 
mail. 





PUMPS-WATER SYSTEMS-HAY TOOLS-DOOR HANGERS 
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sandpaper! 


HE CONTAINER used in packing 

Clover Green-Stripe Sandpaper is illus- 
trated above. It is the drawer type — the 
most convenient abrasive-sheet dispenser for 
the shelf-hardware dealer. 

The box has a handy tab so that the 
drawer may be easily withdrawn without dis- 
turbing the boxes above or under it. It also 
has the new gauge-hole, which tells you at 
a glance the contents of the box and when 
it is time to replenish your stock of a grade. 
This is quite an innovation. 

Although sandpaper is a low-priced item, 
we pack it in a quality container, attractively 
printed in colors. Clover Green-Stripe Sand- 
paper in its new shelf display box will mean 
more sales for the hardware dealer — and 
S-A-L-E-S spell P-R-O-F-I-T-S. 

Always specify Clover Green-Stripe Sand- 
paper — the better sandpaper — and insist 
upon getting it! 

P.S.—If you haven’t tried aur Green-Stripe 
Flint Sandpaper, won’t 
you allow me to send 
you samples. I know 


you will like them. 


CLOVER MFG. CO. 
NORWALK, CONN. 
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New Kitchen Rack 

This food strainer rack is adapted 
for use in the average kitchen. It sus- 
pends by the frames, four different 





sizes of food strainers. The Washburn 
Co., Worcester, Mass., and Rockford, 
Il. 


Air Rifle Display Rack 


This rack of heavy mounting board 
stands 30 in. high and 36 in. wide. 
Colored in black, red-orange and brown. 


DAISY AIR RIELES) 





Available free from Daisy Mfg. Co., 
Plymouth, Mich. 


Huffman Bicycles 


Twin-Flex cushioning, a new devel- 
opment in wheel suspension employing 
twin-springing of front and rear axles 
to produce full-cushioned “motor car” 
riding, is a feature of the 1938 models 
introduced by the Huffman Mfg. Co., 
Dayton, Ohio. Twin-Flex cushioning 
consists of two front and rear end spe- 
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cial steel spring assemblies built into 
the frame-fork ends and are said to 


produce easy riding under roughest 
road conditions. Two of the 1938 Huff- 
man models are shown. 


Paint-Up Displays 

Two of the striking displays avail- 
able from the National Clean Up and 
Paint Up Campaign Bureau, 2201 New 





HIRE AN IDLE MAN..to Clean 
















“An hour of work— 
beats a dollar of dole!”’ 








No. 23 poster 


QUTSIDE-INSip,. 
Catch up with Repairs-NOW/ 














Clean Up-Paint Up/ 
FIX UP: MODERNIZE 


PLANT LP AND BEAUTIFY 


‘ Re duce tire Bish 





New Winpow Carp No 2]. 


York Ave., N.W., Washington, D. C. 
These displays are sold on a coopera- 
tive basis. Complete price list of dis- 
play material, illustrated in colors, is 
available. 





Cordless Electric Iron 


The Chereton cordless electric iron is 


a fully automatic iron with a special 


heat-retaining pressure plate; special 





thermostat built into the base to make 
overheating impossible and to keep the 
ironing surface always at the tempera- 
ture indicated by the regulating dial. 
Heat is generated within the iron itself, 
but, because of a large quick heating 
element within the iron, it is not neces- 
sary for the iron to draw a continuous 
flow of current in order to maintain 
the proper degree of heat. Iron draws 
current only when resting on the stand. 
Electrical Products Co., 6535 Russell 
St., Detroit, Mich. 





Tested Selling Sentences 


“Tested Sentences That Sell” by 
Elmer Wheeler, sales consultant, pub- 
lished by Prentice-Hall, Inc., 70 Fifth 
Ave., New York, describes the methods 
used by Mr. Wheeler in increasing 
sales. In his book, Mr. Wheeler illus- 
trates how sales sentences may be used 
to best advantage and how to make 
sentences that achieve sales results. Mr. 
Wheeler also tells about actual sales 
campaigns that have been built upon 
the use of tested sentences. 


Prize Winning Display 
This file counter display of the 
Nicholson File Co., Providence, R. L., 


won a prize in a recent packaging 
competition. 
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Capitol Comment 


(Continued from page 31) 


sation funds. In such cases the Com- 
missioner emphasized that the tax- 
payers affected have the privilege of 
filing claims for refund. Such claims 
may be filed within four years from 
the date the Federal tax was paid 
to the Collector of Internal Revenue, 
and will be considered for allow- 
ance, provided the contributions to 
the state unemployment compensa- 
tion funds have been made on or 
before July 26, 1938. 


x * * 


The Farm Security Administra- 
tion, formerly identified as the Re- 
settlement Administration until Ag- 
riculture Secretary Wallace decreed 
otherwise on the assumption that his 
clients would be less disturbed by 
the newer name, has signed another 
agreement with the Consumer Dis- 
tribution Corp., this time to oversee 
the operation of co-ops at the Green- 
hills (Cincinnati) housing project. 
Arrangements will be similar to 
those made by the Corporation at 
the Greenbelt, Md., planned com- 
munity. Prudent housewives at the 
suburban Washington development 
are hoarding sales checks to cash in 
on dividend day a year hence. The 
co-ops carry nationally advertised 
brands in addition to their own. All 
are sold at or near prevailing Wash- 
ington prices. 


wk * 


Planned or unplanned, the FTC 
report on alleged monopolistic prac- 
tices in the farm implement and 
machinery industry synchronized 
perfectly with an Agriculture De- 
partment announcement that farm 
prices in May declined to the lowest 
level in four years. The Commis- 
sion bore down heaviest on full-line 
forcing, exclusive dealing coercion 
and price leadership. The latter is 
the target of Department of Justice 
and FTC guns to be leveled at in- 
dustries fostering “sticky” prices. 
The Administration’s complaint is 
that these industries hold prices up 
in other lines which normally are 
more competitive. 


x * * 


Is it slander in itself to charge 
a merchant with price cutting and 
selling below cost? 

Taking on a social as well as its 
economic phase, the Supreme Court 
has been asked to answer this ques- 
tion. The United States District 
Court for the District of Columbia 
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said that statements making such 
charges are not actionable without 
pleading special damages. The 
United States Court of Appeals re- 
versed the decision of the District 
Court, holding that “the Court 
should notice the familiar fact that 
the practice of selling goods below 
cost has come in recent years to be 
widely and sharply condemned as 
harmful.” The case is known as 
Hurlburt, et al, vs. Meyerson. A 
petition has been filed with the 
Supreme Court asking for a writ of 
certiorari to review the decision of 
the Court of Appeals. 

To support its view respecting the 
change of public opinion, the Court 
of Appeals referred to legislation 
enacted during recent years. Men- 
lion was made of the National In- 
dustrial Recovery Act, a 1937 
amendment to Federal anti-trust 
laws authorizing contracts between 
buyer and seller to fix minimum re- 
sale prices of identified goods, and 
state fair trade acts. 

Challenging this view, the petition 
maintains that these -laws do not 
indicate any change in public opin- 
ion concerning price cutting. Con- 
tention is made that the NIRA was 
the result of “legislative panic” and 
that the purpose of the state laws is 
to protect the rights of the owner of 
a trade mark and enforce resale 
price contracts. 

“To accuse one of cutting prices 
or of selling below cost is not to 
state that one is guilty of any im- 
proper conduct or of conduct which 
will hold him up to scorn, ridicule 
or contempt,” the petition says. 
“Price cutting is a common practice, 
as is also selling below cost. There 
is no moral or other obloquy in- 
volved in selling what is one’s own 
for whatever he chooses.” 

Also entering into the case is an 
alleged statement that the dealer was 
“cut off on open account basis.” 
This statement, said the Court of 
Appeals, might mean that the dealer 
was refused credit because he was a 
poor risk, regardless of price cut- 
ting practices, and be slander “per 
se” because it would tend to injure 
him in his business. The jury, the 
Court said, should decide whether 
the words had this meaning. 

It was urged in the petition, how- 
ever, that the charge of credit re- 
fusal could not imply to a reason- 
able man that the dealer was a poor 
business risk because the charge re- 
lated to price cutting. 
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There’s business to be had on a day like this if you only go after it. 


Some Suggestions for 


Rainy Day Merchandising 


AINY days are the bugbear 
R: the hardware dealer. 
Stormy weather can, and 

all too frequently does, reduce 
store traffic to a decided degree. A 
little planning and the use of a 
little concentrated thinking and 
ingenuity can make the cash regis- 
ter ring on many inclement days 
when it would otherwise be silent. 
Hardware stores employing out- 
side salesmen, particularly those 
equipped with cars, could use 
these men to decided advantage on 
rainy days. Weather that keeps 
people away from your store 
usually keeps them marooned in 
their own homes. A rainy day 
gives an outside salesman an ex- 
cellent opportunity of following 
up prospects who are almost 
“sold” on the purchase of higher- 
priced units and who need just a 
little more convincing. The sales- 
men will invariably find those 
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Many firms are content to wait for | 
the weather to change but the firm 
that gets results is the one that 
goes after the rainy day business 


prospects at home during such 
days and the rest is up to them. 
Remember that a rainy day offers 
an undisturbed opportunity of 
giving a home demonstration of 
major appliances. 

The rainy day gives the pro- 
prietor, store manager or sales- 
men an unrivalled opportunity of 
making sales via the telephone, 
particularly on seasonal lines. 
Suppose it is the canning season 
and the dealer knows that Mrs. 
Jones is in the habit of preserving 
her own fruits and vegetables. A 
friendly *phone call could easily 


result in a good order for glass 
jars, fruit jar rings, cooking uten- 
sils, kitchen tools, cutlery, etc. If 
it is the summer season, the season 
in which many people close their 
homes, there are many who would 
be interested in receiving informa- 
tion regarding cleaning prepara- 
tions, moth-proof closets, gar- 
ment bags, spray guns and moth 
repellents. Then there is always 
the opportunity of selling lines for 
use in the summer home, builders’ 
hardware, paint, housewares and 
other items. 

When there’s illness in the home 
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of a customer, a ’phone call will 
frequently serve as an aid to sales. 
And, should you succeed in land- 
ing an order, it would build good 
will if you would suggest that you 
would be glad to make purchases 
of food, medical supplies, etc., 
from stores in your vicinity and 
deliver them in company with 
your own merchandise. 

Light up your store windows 
and the store itself to the fullest 
possible extent on a rainy day. 
It’s excellent business psychology. 
Passersby, seeing your illumina- 
tion, will be more apt to visit your 
brightly lighted establishment 
than they would if it happened to 
be poorly lighted. A_ brightly 
lighted store offers an escape 
from the gloomy outside weather 
and many a person will drop in 
just to look around. When they 
are inside it’s up to you and your 
salesmen to see that they buy 
something. If your store has an 
awning over the windows and en- 
trance, see to it that that awning 
is down so that people will be 
encouraged to use the shelter it 
provides. Once the shelter has 
been provided, your illuminated 
windows and store interior should 
do the rest. They will be in the 
nature of a constant invitation. 

Unadvertised “rainy day spe- 
cials” will often help bring cus- 
tomers to you. If you advertise by 
newspaper, direct mail or through 
local radio stations you could men- 
tion the fact that your “rainy day 
specials” are always worth while. 
And make it a point to call atten- 
tion to these specials even on the 
brightest, sunniest days. Then 
when it actually does rain you 
will be “all set” to show them. It 
would be good business to show 
these specials in the same spot in 
the front of the store every time it 
rains. 

Specials could include slow- 
moving merchandise, “white ele- 
phants” and some real bargains 
that always move well. It would 
not be necessary to have more 
than one of a kind on some lines 
—that is, on items that command 
a price of over a dollar. Once in 
a while this table of specials could 
include an item that usually sells 
for as much as $5.00. Such a 
policy would make women anxious 
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to visit your store early on in- 
clement days. 

Whenever the rain comes down, 
make it a point to put a sign on 
the outside of the store or in your 
window, calling attention to the 
specials. It might be worth while 
to have a cartoon showing people 
rushing through the rain to the 
store. As a general policy it would 
be best to limit the sale of these 
specials to people who actually 
visit the store. When the rain 
stops, the specials should be re- 
moved and the sign taken down. 
Now and then, if the store adver- 
tises regularly, it might be well 
to run “teaser” copy calling atten- 
tion to the fact that exceptional 
bargains will be offered on the 
next rainy day. Then follow up 
this advertising with some really 
good bargains on the next wet 
day. 

You can always use a rainy day 
to advantage, even if there aren’t 
customers seeking either specials 
or regularly priced lines. Use such 
times for straightening up the 
stock, for replacing soiled or muti- 
lated price tickets, for cleaning 
house and for studying new lines. 
And be sure to keep the store 
brightly lighted on those dull 
days. It will always help business. 





10 Ways to Win and Hold 
Customers Via Telephone 


1. Keep in mind a desire to be 
genuinely helpful. 

2. Learn as much as _ possible 
about the customer’s family, income, 
religion and social habits. 

3. Avoid standardized, stereotyped 
opening sentences. 

4. Avoid generalities as “We have 
some lovely specials.” 

5. Describe a specific item, on sale 
or in season. 

6. Make suggestions in _ logical 
order. That is, don’t skip around 
from the meat course to dessert. 

7. When one suggestion wins 
quick response from a customer, try 
it again on the next one. 

8. When a particular suggestion 
fails several times, drop it, or re- 
phrase it before using it again. 

9. Let the customer take her time 
in making decisions. Give addi- 
tional information when she hesitates. 

10. Never hang up without check- 
ing with the customer on her supply 
of staple items 

-—American Business. 


WHEN Your Customers 
See This Display Carton 





THEIR MONEY 






2. BUY A PACKAGE 
OF ACME 

CORRUGATED 

FASTENERS 


Just set one of the attractive Acme Corru- 
gated Fastener Display Cartons on your 
counter and let it make sales for you. 
Many of your customers can use corru- 
gated fasteners frequently, for making 
signs, screens, frames, furniture, in fact 
almost every kind of wood product. They 
make a stronger joint, faster. The tack- 
point feature assures repeat business for 
you. 








Write for a free sample box of this fast 
moving best seller. You will recognize its 
sales ability. Mail the coupon. There is 
no obligation. 


If your jobber can’t supply you 
* write us direct. 


PACKAGED IN 3 POPULAR SIZES 


ACME STEEL COMPANY 


General Olfices: 2838 Archer Ave., Chicago, Ill. 
Branches & Sales Offices in Principal Cities 


WRITE FOR 


FREE SAMPLE BOX \-* 





Acme Steel Company, 
2838 Archer Ave., 
Chicago, Iil. 
Gentlemen: 


Send me, without charge, a sample 
box of Acme Tack-Point Corrugated 
Fasteners. 


Name 
Address 
City State 
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A Layman Takes a Look 
at Psychiatry 


will all admit that it is 
not pleasant to face dis- 
agreeable facts. To sit 


down and think out a disagreeable 
situation is not the most pleasant 
way in which to spend a holiday 
afternoon. We cannot think out 
such things during business hours, 
because we are too busy. Too 
many telephone calls, too many 
personal visits, a thousand and 
one more or less little things that 
demand our attention. Actually 
deep down, hard thinking, actual 
study of facts, and what is more 
important, the meaning of these 
facts, demands a good deal of 
solitude. It is my observation that 
the world today does not have 
enough solitude. Most of us do 
not like solitude. When we are 
faced with an afternoon with 
nothing particular to do, we be- 
come restless. We want entertain- 
ment. We go out driving in our 
cars or we go to the movies. The 
whole idea today in our much 
vaunted, modern civilization seems 
to be for the individual to dodge 
himself and his serious thoughts. 

For some reason or other I re- 
ceive many booklets and pam- 
phlets from modern institutions. 
One of these booklets is the an- 
nual report of the Rockefeller 
Foundation. The work of the 
Rockefeller Foundation must be 
admitted to be the greatest work 
of its kind that has ever been at- 
tempted in the civilized world. 
The activities of this foundation, 
especially along the lines of 
health, reach to the ends of the 
world. After all, what is more 
important than health? None of 
us realize the truth of this trite 
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statement until we have lost our 
health. Medical articles tell us 
that in the last 25 years the aver- 
age span of man’s life has been 
increased about 10 years. What 
can be more important than that? 

Some diseases have almost been 
eliminated. All of you know the 
story of how yellow fever was 
cleaned up. There are many other 
stories of many other diseases. 
Today one of the greatest prob- 
lems before the medical fraternity 
of this country is the saving of 
mothers and babies in childbirth. 
The record of the loss of life in 
childbirth is still a challenge to 
modern civilization. 


The Science of Giving 


One of the most interesting 
things I have found in reading 
this report is that the Rockefellers 
had to learn from experience how 
to give away their money. In the 
early days of their benefactions 
they were all hedged around with 
a lot of conditions. When the 
trustees received the money they 
had to walk on eggs for fear they 
might not use it according to the 
conditions imposed. For instance, 
in certain benefactions in the old 
days, the principal was not to be 
touched, only the interest or the 
increment of the principal was 
to be used. Then this money, not- 
withstanding the fact it was placed 
in the hands of the most able, far- 
sighted, honest trustees that could 
possibly be selected, could only 
be used for certain purposes. 

In the course of time the Rocke- 
fellers learned that nothing in this 
life is so certain as change. In 


10 years the whole picture would 
change, and then these trustees 
would be handicapped by all the 
specifications that bound them. 
This led not only to delay when 
prompt action was very neces- 
sary, but to an endless loss of 
time in the way of meetings and 
handling the necessary legal re- 
quirements, to change the origi- 
nal specifications. It became so 
hard to handle the money that in 
many cases the advantage of hav- 
ing it was lost because it could 
not be supplied quickly enough. 

In this last pamphlet, roughly 
speaking, the Rockefellers and the 
trustees only attempt to look for- 
ward for the short space of five 
years. In other words, it is ad- 
mitted in this pamphlet that that 
is just about the limit of practical 
human foresight. 

Another change that has been 
made has been the cutting off of 
practically all the restrictions 
that have bound the trustees. For 
instance, instead of being bound 
by the stipulation that they can 
only use the increment on the 
capital in most cases, they are 
now given the authority to use 
the capital itself if it will be of 
advantage to the object in view. 
As a result of this, in many cases 
donations for specific purposes 
that have reached the end of their 
usefulness, have been used up for 
other things, and the books of 
their particular effort are closed. 

These changes in the ideas of 
spending money indicate profound 
wisdom, and this same wisdom if 
used in our business concerns and, 
in fact, in all phases of our exis- 
tence, business and family, would 
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Fruit Picking Time... 
extra ladder business .. . 
is here! 


during the season — with 
RICH Fruit Pickers’ Lad- 
ders. 

The RICH Line is complete— 
Step Ladders, Sectional Ladders, 
Extension Ladders, Straight 
Ladders, Ironing Tables, ete.— 
Each a leader in its class; Each 
a money maker for you. 

See your jobber or write. 
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Cincinnati, Ohio 


Rich Fruit Pickers’ Ladders are made in two styles—Closed 
Top (right) and Open Top (left)—with 134” x 234” select 
spruce rails and 1144” hickory rungs. 
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Reap a bountiful harvest | 
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Every craftsman needs a com- 
plete series of all-purpose Forst- 
ner Labor Saving Auger Bits 
packed in a readily accessible 
case. You'll find it takes but very 
little added effort to sell these 
handy tools by the set. Try it! 








Forstner Bits, unlike others, 
are guided by a circular rim in- 
stead of a center. Consequently 
they bore any arc of a circle. 
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or grain direct:on. 





Forstner Bits 
come packed in 
sets of 9, 11 or 17. 
Write for copies of 
catalogs TODAY! 


ROGRESSIVE MFC. CO. 


CON NM €:82 3 2 et 








ae ee 


57 





be very beneficial. For instance, 
take your own family. You wish 
to provide for them. You form 
a trust. You write letters. You 
limit, you specify, and, after all, 
what do you know about the con- 
dition of your family five years 
from now? One wise old lawyer 
once said to me when I drew up 
a contract and attempted to cover 
every possible contingency :—“My 
dear boy, don’t you know that 
the more you specify the more 
you limit? Don’t you realize this 
very contract that you have drawn 
up to control others, as a matter 
of fact, in a greater degree con- 
trols yourself?” It is the old 
story of building a wall around 
your home. You do two things. 
You not only wall the other fel- 
low out, but you wall yourself in. 


How It Started 


Now let us get to the real point 
of this article. I am writing this, 
entirely outside of my regular 
line, not with the object of trying 
to be wise, and certainly not try- 
ing to be humorous. What I am 
trying to do is to write something 
that will do some good. All this 
dates back to my visit with Mur- 
ray Sargent, administrator in 
chief of the New York Hospital, 
on an assignment given to me by 
Mr. Heale, editor of the Harp- 
wARE AcE. The first visit with 
Mr. Sargent led to other visits. I 
wished my article about the hos- 
pital (published in HARDWARE 
AcE, March 10, 1938, on page 75) 
checked back by him and some of 
his staff. I fully realized I was 
entering a new field, and I had 
misgivings about what I had writ- 
ten. In the course of my visits 
to New York Hospital, Mr. Sar- 
gent introduced me to one of the 
greatest psychiatrists in this coun- 
try. Well, I suppose you, like a 
good many other people, actually 
wonder what the word “psychia- 
try” means. I have looked it up 
in the dictionary, and the defini- 
tion is:—“Treatment of diseases 
of the mind.” 

I have always felt that their 
state of mind had a whole lot to 
do with the lives of every man, 
woman and child with whom I 
have come in contact. Therefore, 
when I had the opportunity to sit 
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in the quiet office of this great 
doctor and ask him questions, 
probably questions that appeared 
very foolish, I grasped it and 
tried to check on some of my 
more or less nebulous thoughts 
with him. We had a long inter- 
view. I wish I could use this doc- 
tor’s name, but he warned me 
that he did not desire any pub- 
licity. 

After my talk with him I sug- 
gested that an article should be 
written on psychiatry from the 
standpoint of the layman, the 
point of the article being to out- 
line in simple, understanding 
terms how much the lives of all 
of us both in our family and 
business are influenced by our 
state of mind. I even suggested 
to this doctor that he owed it to 
the country as a public duty to 
tell some of the things that he 
told me. He shook his head, and 
said the trouble was that all of 
their studies along those lines 
were in a state of flux. The con- 
clusions they have come to today 
might change tomorrow. It would 
take a very brave psychiatrist to 
write a definite article on this 
subject, and certainly in a posi- 
tion such as he held he did not 
think it would be wise for him 
to write such an article. 


No Consultation! 


Now I am writing this article 
without consulting this doctor. 
Probably even in writing what I 
propose to say on this subject I 
may bring down his indignation 
upon my head. I am so much in- 
terested in this subject that re- 
cently on one of my journeys I 
visited the publishing house of 
one of the greatest magazines in 
this country. Here again I do not 
dare to mention the name. [| 
talked to one of the editors along 
the lines I talked to this doctor. 
I said to him:—‘Suppose an ar- 
ticle was prepared in psychiatry 
and its bearing on modern hap- 
piness. If this article bore the 
stamp of authorities who know 
all that is known today on the 
subject, would you, in the interest 
of the general welfare of the mass 
of the people, publish the article?” 

He shook his head. He said 


the idea was very interesting, but 


to publish such an article in their 
magazine that goes to millions of 
readers would be very depressing. 

My answer to this was it all 
depended upon just how the ar- 
ticle was written. An article such 
as this if properly written could 
be very helpful. “Besides that,” 
I added, “The Readers Digest, 
you will admit, has a very wide 
circulation. Today it is one of the 
most popular magazines in the 
country. You see people reading 
it everywhere. In recent issues 
throughout the past year, there 
have been several articles, intense- 
ly interesting ones, on the subject 
of mental conditions. In one of 
these articles that has been widely 
read and copied, an_ intellectual 
man loses his mind, is sent to an 
asylum, cured, and afterwards 
writes of his experiences.” How- 
ever, my idea is not to write of 
such extremes. It is not to write 
about the insane, In fact, the 
word “insane” should never he 
used. Psychiatrists never do. 

As we all know, this country 
has been going through a wide- 
spread depression. There are 
some 12,000,000 men out of 
work. Millions have lost all, or 
a large part, of their savings and 
investments. Other millions who 
have saved up for their old age 
or a rainy day find that dividend 
checks and interest on bonds have 
either been reduced, or have 
stopped coming entirely. Endless 
numbers of families have been 
compelled to reduce their stand- 
ards of living. It is apparent to 
anyone who is not blind that all 
of these things have brought about 
very depressing living conditions, 
and what is worse than that, have 
brought about mental conditions 
in almost every family that if not 
properly handled may be disas- 
trous. 


Symptoms of Depression 


What I have been told, not by 
one but by several psychiatrists, 
is that the symptoms of these men- 
tal conditions to anyone who is 
at all observant, are easily dis- 
cernible. The man or woman who 
is depressed usually sits and 
broods. They usually lose inter- 
est in everything around them. 
One psychiatrist told me that this 
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assembly with Triplex true-formed machine bolts. Profit- 
able repeat business—users quickly discover their perfect 
square heads for clean fit—accurately formed threads for 
spinning nuts tight. No delays or losses from defects. 
Quality steels, electric heat-treated and quenched in rust- 
preventing oil—for tough strength. It’s profit-wise to stock 
and sell Triplex. Write today for full information. 
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condition was the first step in 
their entering into the unreal, un- 
healthy world of dreams. They 
are departing from their normal 
surroundings into a_ separate 
world of their own. Of course, 
this is entirely unconscious on 
their part. 

Another sympton is what is 
commonly called “nervousness.” 
The depressive is very irritable. 
As a matter of fact, so I am 
told, he loses control of himself, 
and does and says things entirely 
contrary to his normal character. 
In other words, mental conditions 
brought on by the depression fre- 
quently become brainstorms, and 
during these brainstorms the vic- 
tim is utterly irresponsible. 

The point that impressed me in 
these talks with the psychiatrists 
was the statement they made that 
frequently in families such a con- 
dition in a certain member of the 
family is aggravated simply be- 
cause of lack of knowledge of the 
condition. To illustrate, the head 
of the family has probably been 
out looking for work all day. He 
returns home tired and _ utterly 
discouraged. He has developed 
an inferiority complex. There 
must be something wrong with 
him. Others get work, why can’t 
he get work? When he returns 
home like this he is frequently 
in a highly nervous and irritable 
condition. Then probably his 
wife, who has been incensed by 
forced economy, who cannot un- 
derstand why her particular hus- 
band happens to be out of a job, 
instead of meeting him in a 
cheerful spirit, and trying to buck 
him up, starts “knocking” this 
and that, and this “knocking,” 
this lack of appreciation of his 
mental condition, many times 
starts the victim off. Or the vic- 
tim of this complex may be in a 
crowded apartment and. very 
much annoyed by the noises made 
by the children. Of course, they 
do not understand. Suddenly 
there is a mental explosion, and 
some crime of violence has been 
committed. 

Now what should be done by 
the members of the family, when 
someone in the family is suffering 
from such a condition? Almost 
any member of the family may 
be affected. It is a very common 





thing for young girls of immature 
age, for instance, to be seriously 
depressed if they fail to pass 
their examinations at school. In 
other cases, young men are dis- 
appointed or thwarted in their 
love affairs. And then there are 
cases where the woman in the 
family is on the edge of despera- 
tion on account of her financial 
and family troubles. The doctors 
have told me that under such con- 
ditions, and please understand I 
am not writing about extreme 
cases but only the incipient ones, 
it is of the greatest advantage to 
have an atmosphere of cheerful- 
ness preserved in the home. Un- 
pleasant subjects should be taboo. 
Subjects that lead to heated dis- 
cussions should be avoided. The 
family should unite as far as pos- 
sible, to provide an atmosphere 
of cheerfulness and calm. 


Fresh Air and Sunshine 


Another thing that struck me as 
interesting was the fact that one 
doctor told me hot baths at regu- 
lar intervals that led to a better 
circulation of the blood were very 
beneficial. Then, of course, the 
more sunshine, fresh air and out- 
of-door sports the better. 

It is a curious fact that in some 
families one member of the family 
will have a very irritating influ- 
ence upon another. Such things 
are hard to explain, but they are 
very common nevertheless. Of 
course, when this is recognized, 
the less that these antagonistic 
members of the family see of each 
other the better. 

I could go into detail about 
some of the modern treatments 
that are being used. For instance, 
the shock produced by insulin. 
However, as these things are high- 
ly technical, probably it would be 
wise for me in this article to 
leave them severely alone. 

The one object of this article 
is to call attention to this very 
common situation, the result very 
largely of present depressing 
financial conditions in the coun- 
try, and to suggest to families 
that a great deal can be done to 
help any of their afflicted mem- 
bers by thoughtfulness along the 
lines suggested. 
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Carolina Merchants See 
Fall Business Increase 





K. P. DUVALL, JR. 
Retiring President 


LD man recession took a lick- 
QO ing in Columbia, S. C., June 
14-16, wnen 200 members of 
the Hardware Association of the 
Carolinas met at the Hotel Jefferson 
to discuss their mutual business 
problems. The greater number 
agreed that business in general for 
the hardware trade was much better 
than in other lines and predictions 
were made for a “decided increase” 
in the fall. This 34th annual gather- 
ing of the association was character- 
ized with optimism and enthusiasm 
from the moment the registrations 
started until final adjournment. 

Speaking at the banquet, the first 
night, Dr. Orin F. Crow, Columbia, 
professor of education at the Uni- 
versity of South Carolina, declared 
that “within the next few years, or 
possibly even this fall, we shall see 
an era of prosperity such as Amer- 
ica has never known before.” 

In his subject, “Recurrent Depres- 
sions,” Dr. Crow pointed to a num- 
ber of milestones which indicated 
America was about ready to emerge 
into a prosperous period. Turning 
his talk to the hardware business, he 
complimented the dealers for “mer- 
chandising the inventions, the prod- 
ucts of our laboratories, and dis- 
tributing them at a reasonable cost.” 

Thomas K. Ruff, Columbia, direc- 
tor, National Retail Hardware Asso- 
ciation, was one of the outstanding 
speakers of the convention. In his 
talk on “Independents Going to 
Town,” Mr. Ruff emphasized the 
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need of competitive buying in com- 
petitive selling and recommended 
experienced store management. 

Speakers addressing the opening 
day of the conclave included W. R. 
Bradley, Columbia, director of the 
income tax division of the South 
Carolina tax commission. His sub- 
ject was “Taxation and Government 
Trends.” G. A. Eichelberger, as- 
sistant manager in charge of per- 
sonnel in Efird’s, Charlotte depart- 
ment store, discussed “Teamwork in 
Your Store,” and H. P. Duvall, Jr., 
retiring president of the association, 
in his talk, “Independent Retailing 
Looks Ahead,” dealt with the in- 
creased interest the Government is 
asking of business. 

The speakers during the second 
day were: Dr. Joshia Morse, profes- 
sor of philosophy, University of 
South Carolina, who discussed “The 
Consumer—Your Traffic Cop”; Riv- 
ers Peterson, editor, Hardware Re- 
tailer, whose subject was “Shop, 
Look and Live,” and L. S. Clark, 
representing the Westinghouse Elec- 
tric & Mfg. Co., who told of the sales 
opportunities in the modern kitchen 
program. 

A convention feature was the 





HARRY L. STEWART 
New President 





ARTHUR R. CRAIG 
Secretary-Treasurer 


meeting of policyholders of the 
Hardware Mutual Fire Insurance 
Co., at which annual business mat- 
ters were discussed. T. M. May- 
field, Greenville, S. C., addressed 
the meeting on “Explaining the Pol- 
icy Contract.” 

Resolutions were adopted by the 
association requesting less Govern- 
ment spending as a means of holding 
down rising taxes; to ask the North 
Carolina Legislature to repeal its 
general sales taxes and the South 
Carolina Legislature not to impose 
such a revenue measure; to request 
manufacturers to observe the fair 
trade acts, and commending Na- 
tional Hardware Week. 

H. L. Stewart, Clinton, N. C., was 
elected president, succeeding H. P. 
Duvall, Jr., Cheraw, S. C. Other of- 
ficers elected were: First vice-presi- 
dent, Max Washburn, Shelby, N. C.; 
second vice-president, R. E. Barron, 
Rock Hill, S. C., and third vice- 
president, P. B. Hendrix. Arthur R. 
Craig, 407-11 Commercial Bank 
Bldg., Charlotte, was renamed sec- 
retary-treasurer. 

Social features included the ban- 
quet, a dance, entertainment for the 
ladies, a motorcade to various points 
of interest in the city, and a golf 
tournament with J. F. Gibson, Ham- 
let, N. C., receiving low handicap 
score. W. T. Kelly, Columbia, was 
chairman of the entertainment com- 
mittee. Mrs. Lee A. Lorick was 
chairman of the ladies’ entertain- 
ment committee. 
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Some of those who were in attendance at the Alabama convention 


Alabama Dealers to Support 
Fight for Fair Trade Law 


LABAMA _ hardware dealers 
want a state fair trade law 


and have pledged themselves 
to fight for its passage when the 
Alabama Legislature meets Jan- 
uary, 1939. This action was taken 
at the closing session of the fifth 
annual convention and exhibit of 
the Retail Hardware Association of 
Alabama, Inc., at Montgomery, Alla.. 
June 7 to 9, 1938, and was the only 
major decision covered in the con- 
vention’s resolutions. Approximately 
100 dealers attended with headquar- 
ters at the Gay-Teague Hotel and 
sessions and exhibit at the City 
Auditorium. President B. H. Ma- 
thews, Camden, presided during the 
convention and was succeeded in 
office by J. Raymond Shreve, An- 
dalusia, a former director. Other 
officers and directors are given else- 
where. 
Opening the convention, President 
Mathews stressed the seriousness of 
cut-price competition that faced 


hardware dealers and said members’ 
sales volume was slipping due to 
this and other unfair trade prac- 
tices. He urged that hardware mer- 





chants modernize their stores and 
their thinking stating that hardware 
men, generally, had not followed the 
basic trends of conditions but must 
do so to survive. 

Mayor Wm. L. Gunter of Mont- 
gomery officially welcomed the con- 
vention to the city to which A. C. 
Barlar. Eufala, responded. The 
mayor said that the best organized 
groups had the minimum of adverse 
legislation passed against their 
special interests but commented in 
defense of current taxation on the 
basis that business and the public 
were getting useful projects that re- 
quired tax money. 

Rivers Peterson, editor, Hardware 
Retailer, gave an instructive selling 
talk urging dealers to use the right 
selling words, or as he said, “sell 
the sizzle and not the steak,” quot- 
ing from a popular current book on 
tested selling words. He said every 
hardware item has its own “sizzle” 
and if properly used will sell more 
goods. He said many sales are 
spoiled by too lengthy technical dis- 
cussions and that sales can be in- 
creased by properly expressing some 


Alabama officers: Vice-president, Fred George, Atmore; secretary-trea- 
surer, J. H. Crowe, Birmingham; newly elected president, J. Raymond 
Shreve, Andalusia, and retiring president, B. H. Mathews, Camden. 
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single point that encourages buying 
desires. 

The Hon. Leon McCord, former 
Alabama judge and a day later ap- 
pointed by President Roosevelt as 
Judge of the U. S. Court of Appeals 
for the Fifth U. S. District, did a 
“pinch-hitting” job for Senator Lis- 
ter Hill. He, too, defended taxation 
practices, presumably current ones. 
on the basis that the Government 
has to perform certain accepted and 
necessary functions which show in- 
creasing costs. He also commented 
on changes in general retail prac- 
tices and of other basic changes in 
our daily habits, saying that the “old 
order” would never return; that this 
is a new day and age and that cur- 
rent trends showing rapid changes 
were here to stay and that all of us 
might just as well get accustomed to 
them, accept them and adjust our- 
selves accordingly. 

Thursday morning Charles J. 
Heale, editor, HARDWARE AGE, ex- 
plained the fundamentals of the 
Robinson - Patman, Tydings - Miller 
and various state fair trade laws 
expressing the belief that while im- 
perfect such legislation marked a 
long stride in the right direction. 
He urged the Alabama Association 
to aggressively get behind the pro- 
posed Alabama fair trade law being 
sponsored by the drug and grocery 
retailers of the state citing that 
probable Governor Frank Dixon 
(Democratic nominee) had already 
pledged his support to such a law 
as had a great many probable mem- 
bers of the next Alabama State leg- 
islature. The convention acted upon 
Mr. Heale’s suggestion and reaf- 
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firmed its support to the proposed 
Alabama fair trade law. The 
speaker later answered questions on 
the subject. 

As a preface to his remarks on 
paint selling, J. B. Lotz, sales direc- 
tor, The Glidden Co., Cleveland, 
Ohio, expressed hearty approval for 
the remarks made by Mr. Heale 
relative to fair trade legislation. Mr. 
Lotz gave an extremely practical 
talk on selling more paint, stressing 
particularly the importance of sell- 
ing color effect and of being able 
to advise on color schemes. He said 
that too many paint sellers wasted 





Mrs. J. H. Crowe, wife of Secretary 
Crowe, who had charge of the 
convention’s music and singing. 


advertising and selling effort telling 
the same kind of a story on the in- 


gredients of paint—how easily it 


spreads. how much it covers, the 


7 
formulae, ete.. whereas 


mysterious 

the real reason for buying paint was 
to maintain property values; obtain 
color effect: ete. He also urged 


dealers not to quote “per gallon 
prices” but to talk, where price was 
necessary. on the “per job” basis. 
Mr. Lotz has promised to elaborate 
on his ideas of selling color and 
working through master painters, in 
an early issue of HARDWARE AGE. 
Secretary-treasurer J. H. Crowe 
made his annual report at the Wed- 


nesday afternoon session outlining 


7%, 


Alabama directors: S. B. Martin, Wetumpka; Joseph Sewell, Tuscaloosa, 
and R. B. Watson, Flomaton 
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the work of his office in exposing 
“phoney collection agencies” and in- 
equitable special deal contracts for 
goods offered by doubtful and often 
previously unknown vendors. He 
urged that jobbers serving the Ala- 
bama territory take a more active 
part in obtaining competitively 
priced goods for the hardware trade 
to sell in their fight against chains, 
etc., and urged that wholesalers 
bend every effort to curtail and if 
possible eliminate selling to consum- 
ers at wholesale prices. 


Paul M. Mulliken, merchandise 
manager, Simmons Hardware Co.. 


St. Louis, Mo., gave an illustrated 
talk on competitively priced goods 
sold through hardware channels. 
Armed with a suitcase full of 
samples of common hardware items 
that hardware dealers should sell, 
he cited many instances where 
dealer costs were dangerously close 
to chain store selling prices. He 
told of his company’s efforts to help 
place dealers in competition, which. 
he said, they were able to do in 
most cases due to a shopping pro- 
gram which he and three assistants 
provided. He told of the “Simmons’ 
Hell Room” where goods “not orig- 
inally competitively priced for hard- 
ware store distribution” are dis- 
played, that company buyers may 
seek the competitively priced goods. 
He said his studies indicate that out 
of 30,000 to 40,000 hardware items 
about 8000 are carried by chains 
and that on about 69 per cent of all 
lines carried hardware dealers can 
meet competition and still make a 
30 per that 20 per 
cent of such goods can be sold by 
hardware men with a 5 per cent 
margin and that 20 per 
competitively priced goods must be 
sold on less than 20 per cent mar- 
gin, which he likened to “trading 
dollars.” He 
portance of the competition of meth- 
ods and of “cost of doing business” 
in addition to the competition of 
price and said that constant shop- 


cent margin; 


cent of 


also stressed the im- 

















GREENLEE 


HIGH QUALITY 


CHISELS 


A Size and Style 
for Every 


Purpose 


Chisels for carpenter work—for pattern 
making—for pole framing—for cabinet 
making—for tree surgery! These and 
other fields show the wide range of the 
Greenlee Line of quality chisels. And 
they serve these fields well, because they 
are made well, being constructed from 
high-grade materials by workmen who 
are specialists in their line. 


Greenlee makes a chisel for practically 
every use and in a great variety of 
sizes. The line includes the popular 
types of socket tools as well as tang 
butt and firmer chisels and socket fram- 
ing chisels. Each one is made from 
crucible steel and properly treated for 
toughness and ability to hold a fine cut- 
ting edge. 


Here is a line with exceptional possi- 
bilities for the dealer. Here you have 
quality, a reputation among the trade, 
and a line that sells at a fair price— 
three factors that are very hard to 
beat. Give the Greenlee line a chance. 
It will serve you and your customers 
well. Please give the name of your 
jobber when writing. 





GREENLEE TOOL CO. 


1715 Columbia Ave Rockford, Illinois 
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WIREGRIP 


BELT HOOKS 


have the blue aligning cards that 
prevent hook waste—loss from 
handling, loss of short card ends. 


Those Who Sell Belt Hooks appre- 
ciate the new WIREGRIP method of card- 
ing, for it not only protects fingers from 
the sharp points, but also prevents hooks 
from coming off cards, prevents them from 
flattening down even when roughly handled. 
Every card remains saleable. 

Those Who Use Belt Hooks prefer 
WIREGRIP HOOKS because they are 
safely handled, and because the blue card 
holds hooks, even the shortest ends, in 
perfect alignment. Every hook is used—no 
ecard end waste. Lacers are more easily 
loaded as hooks are certain to be accu- 
rately positioned to fit the lacer. 
ARMSTRONG-BRAY offers the only com- 
plete line with both types of belt lacing- 
WIREGRIP Belt Hooks and STEELGRIP 
Flexible Belt Lacing (that goes on with a 
hammer): also Lacers, both 
vise and bench types, and 
couplings and fasteners for 
round belting. 

Write for catalog sheets 


ARMSTRONG - BRAY 
& CO. 












“The Belt Lacing 
People” 


304 Loomis Ave., 
CHICAGO, U.S.A. 
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A QUALITY PRODUCT 
in 
AN ATTRACTIVE PACKAGE 
at 
COMPETITIVE PRICES 
TALOCO Gum Spirits of 
Turpentine is filtered, 


dehydrated, and packed 
at the source of supply. 


Order from your jobber today 
TAYLOR, LOWENSTEIN & CO. 


Mobile, Ala. Cincinnati, O. 
56 N. Commerce St 605 Gerke Bidg. 
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ping of competitors’ offerings was 
required and that it was the sup- 
pliers’ job to do it. 

J. S. Sutherland, Alabama Power 
Co., told of that utility’s plans for 
helping dealers build electrical ap- 
pliance sales, saying that not more 
than 30 per cent of the state’s deal- 
ers who should be selling such goods 
were actually doing so and that 
therefore there was ample oppor- 
tunity for hardware stores to become 
increasingly important in the sale 
of electrical goods. He told of his 
company’s dealer help department 
which, he said, would establish any 
good dealer in the appliance busi- 
ness, help select and train sales- 
men, etc. 

M. J. Brooks, Moore-Handley 
Hardware Co., Bessemer, formerly 
in the retail hardware business in 
Bessemer and a vice-president of 
the association made the closing ad- 
dress of the convention. He told of 
the selling opportunities provided 
hardware dealers through FHA 
financing for homes, fence, roofing, 
etc., and said that in many ways the 
FHA trade was more desirable than 
the strictly cash trade as customers 
were so grateful for arranging the 
financing of their vital hardware 
needs that there was less tendency 
to shop for price which, he said, the 
cash customer always will do. He 
outlined the fundamentals of selling 
through FHA and urged dealers to 
increase their use of this selling aid. 

Ample entertainment was fur- 
nished through the courtesy of Teague 
Hardware Co., Loeb Hardware Co.., 
and G. W. Barnett Hardware Co., 
Montgomery wholesalers. Delegates 
to the convention were provided with 
tickets to the night baseball games 
and to a local movie theatre. The 
final event of the convention was an 
old-fashioned Alabafna Barbecue at 
Narrow Lane Inn. Karl Landgrebe, 
vice-president, Tennessee Coal, Iron 
& Railroad Co., was master of cere- 
monies at this party aided by the 
prize committee comprising Charles 
J. Heale, Harpware Ace, chairman. 
Herschel Wilson, Lewis-Long Hard- 
ware Co., and Irvin Kinney, Ten- 
nessee Coal, Iron & Railroad Co. 

Officers elected by the association 
are: J. Raymond Shreve, Anda- 
lusia, president and W. L. Mc 
Arver, Birmingham; O. S. Perry, 
Greensboro, and Fred George, At- 
more, vice-presidents. Directors 
chosen are: W. N. Walker, Tus- 
cumbia; Robt. W. Martin, Athens; 
O. E. Owens, Ft. Payne; A. V. 
Reese, Jr., Birmingham; Jos. Sewell, 
Tuscaloosa; J. E. Wallis, Sylacauga; 
Geo. King, Alexander City; S. B. 
Martin, Wetumpka; John G. White, 








ALLAN C. RANKIN 


General manager, Teague Hard- 
ware Co., Montgomery, Ala., who, 
as president of the Southern 
Hardware Jobbers’ Association, 
presented the greeting of all 
Southern hardware jobbers to the 
Alabama retail convention, ad- 
dressing briefly the Tuesday 
morning opening session. 


Uniontown; R. B. Watson, Floma- 
ton: J. W. Beall, Samson, and A. E. 
Barlar, Eufaula. 


Concentrated Buying 


F the retail hardware merchant 

were willing to place the respon- 
sibility of buying back on his whole- 
saler, he would be able to concen- 
trate on the sales end of his business, 
and this without any question would 
result in greater gross sales and 
consequently greater net profits. An 
analysis of the costs of distribution 
clearly shows that the average price 
offered the retail merchant by vari- 
ous wholesalers cannot vary to any 
large degree. Wholesalers in a gen- 
eral way buy from the same sources 
of supply, and since the advent of 
the Robinson-Patman Act preferen- 
tial pricing has been cut to an 
absolute minimum. Therefore, un- 
less individual costs vary largely 
(and they do not) considerable dif- 
ferences in selling prices are im- 
possible. 

We again suggest that the retail 
hardware merchant place the major 
responsibility of his buying on a 
wholesaler in whom he has com- 
plete confidence; and then his own 
energy can be placed behind sales 
which basically are the “life blood” 
of any business. 

—The B & T Spokesman, Bornson 


& Townsend Co., New Haven, Conn. 
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Louisiana Retail Association 
Plans Membership Drive 


HE Louisiana Retail Hardware 

and Implement Dealers Asso- 
ciation met at New Iberia, La., for 
a week-end business session June 
11-12, and made plans for “dealer” 
membership drive under the direc- 
tion of D. O. Mansfield, newly ap- 
pointed secretary. 

It was resolved at the meeting to 
eliminate all so called associate 
memberships. Wholesale and jobber 
members are not to be received, as 
the opinion holds that the associa- 
tion will accomplish its goal better 
with a pure “dealer” membership 
who will have a complete unity of 
purpose. Albert A. Kussman, newly 
elected president, said that the prob- 
lems of the dealer can be solved 
only through the medium of a 
united dealer effort. 

During the current session of the 
State legislature, a bill was pro- 
posed which was intended to so re- 
strict the operations of mutual in- 
surance companies within the state 
that it would have made it imposs- 
sible for dealers to continue using 
the facilities of such mutual com- 
panies as have been their accus- 
tomed “carriers.” As an illustration 
of what can really be accomplished 
by concerted action, this bill was de- 
feated as a direct result of the pres- 
sure brought to bear upon 
legislative members by the Louisi- 
ana dealers. 

A proposal was made, at the 
meeting, to provide a fund for ad- 
vertising by radio, using “spot” 
announcements as the medium. The 
National Retail Hardware Associa- 
tion is being asked by the Louisiana 
group to make this on a national 
hook-up with each state paying its 
pro rata share. This would create a 
lower cost per group by use of a 
volume advertising contract. Na- 
tional Hardware Week is suggested 
as the appropriate time for the 
broadcast. 

Albert A. Kussman, of New Or- 
leans, was elevated to the presi- 
dency. Emile Bizet of Shreveport 
was elected first vice-president and 
Harold L. Lagarde, second vice- 
president. D. O. Mansfield was ap- 
pointed secretary and treasurer. 

The retiring president automat- 
ically became ex-officio member of 
the board of directors. The board 
is now composed of C. E. Vetter of 
New Orleans, Asa Kiper of Wisner, 
Luke Bertrand of New Iberia, 
Horace Black of Jennings and Wal- 


JUNE 30, 1938 


ter de Gravelle, also of New Iberia. 

The state has been divided into 
four districts for the purpose of con- 
venience in holding district meet- 
ings. Reports of these meetings 
will be submitted to the state secre- 
tary and acted upon by the board 
whose duty it will be to secure an 
expression of opinions from each 
section and take the consensus as a 
basis upon which to operate. 


Unusual Horseshoes 


HESE hand-made horseshoes, 
displayed by D. E. Lowery & 
Son, Madisonville, Tenn., weigh 3 Ib. 
The “toe” on the one in the left of 
the picture was made to enable 





horses to stand on ice or slippery 
roads. These clumsy-looking shoes 
have not been used in this section 
for many years. 

The shoe in the center (front) 
was made for mules. It is also hand- 
made. The shoes on the sides (front) 
was made for mules. It is also hand- 
made. The shoes on the sides (front) 
are for oxen. They are also hand- 
made. It was necessary to use two 
shoes for the same foot as the foot 
of the ox is divided. Hardware 
salesmen say they sell a few ox 
shoes in the South, mostly in moun- 
tain sections. 


Fair Trade Contracts 


Jamaica P ain, Mass.: In your 
article on “Fair Trade” you refer 
to the apparent lack of interest in 
this matter. Enclosed is a list taken 
from The Apothecary showing 
more than 200 firms signed up 
under fair trade contracts. 

How do you explain this lack 
of interest? Is the hardware trade 
so far behind the times or are they 
so busy trying to make money that 
they are asleep to what is going 
on? 

H. YARNER, 
Mayo’s Hardware Co. 














SELL STEWART 


FENCE AND 
OTHER PRODUCTS 


Hardware dealers all over the coun- 
try are realizing substantial profits 
through the sale of Stewart Iron 
and Chain Link Wire Fence, Lawn 
Furniture, Interior and Exterior 
Railings, Bracket and Pier Lan- 
terns, Folding 
Chairs, Stable 
Fittings and 
other iron and 
wire products. 
Investigate the 
liberal dealer 
plan offered by - 
Stewart. You are not required to 
invest money nor carry any stock. 
You sell from Stewart literature. 
There is always a market for Stew- 
art Products. Write today for 
complete details. There is no cost 
and you place yourself under no ob- 
ligation. 





ENCES 


The Stewart Iron Works Co., Inc. 
537 Stewart Block 


CINCINNATI — OHIO 
“World’s Createst Fence Builders Since 1886” 
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DENISTON 






“Lead Seal” NAILS 


Get samples of this remarkable roofing nail 
which makes any kind of roofing give better service. 
Smart dealers everywhere sell it as a profit-maker 
and good will builder. Note the famous ‘‘Lead 
Seal’’—the lead under the head and down the 
shank actually plugs the nail hole with lead! . . 
Ask your jobber or write us for samples and dem- 
onstrator blocks. 


The DENISTON Company 
4840 S. Western Ave. CHICAGO, ILL. 















Tools that Serve — 
Cutlery that Cuts 


We protect you through Jobbers 


DAMASCUS STEEL PRODUCTS CORP. 
Rockford Illinois 


O CUTLERY 
STEEL BRICK HODS 


Have been used 
for years 
because of 

their strength 
and lightness. 
fexiw” All steel 

x7” deep 


Prices Will Interest 


The Cleveland Wire Spring Co. 
E. 38th St. and Hamilton Ave. 


@ @ CLEVELAND,OHIO @ ® 














Ne. 162 
Brick 








ROCHESTER ADJUSTABLE 
SASH BALANCES 


A product of Guar- 
anteed quality. Real 
profit in handling 
them. 

Write for prices. 


Rechester Sash Balance Co., Ine. 
BRechester, N. Y. 


Horse & Mule 
Shoes 


Hand puddied 
bar iron and 
ircn rivets 


THE BURDEN IRON COMPANY 


Established 1809 
TROY, N.Y. 


KEY BLANKS 


OF EVERY DESCRIPTION 
Also, assorted skeleton keys. 


Catalogue on' request 


GRAHAM MFG. co. 


MU. S.A. 
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Stove Industry Convention 


(Continued from page 40) 


chairman, 
lanta Stove Works; cost accounting, 
chairman, A. J. Schmid, Oakland 
Foundry. .Co.; publicity, chairman, 
B. A. Nagelvoort, Renown Stove 
Co.,.and membership, C. Ackerson, 
Agricola Furnace Co. These com- 
mittees delivered their reports at 
group meetings held Friday after- 
noon, June 10. An Institute busi- 
ness session was held Friday morn- 
ing. 

Saunders Norvell, contributing 
editor, HARDWARE AGE, spoke at Fri- 
day’s meeting of the Institute’s sales 
and advertising committee. Mr. 
Norvell will incorporate the gist of 
his remarks in a series of three ar- 
ticles for this publication. Stanley 
C. Bernhard. general sales manager 
the Estate Stove Co., was chairman 
of this meeting while Mr. Norvell 
acted as consultant. The chairman 
for the standing committee of sales 
and advertising is E. F. Garno, 
Floyd-Wells Co., who has won wide 
recognition for himself through his 
work in connection with the sales 


Bolling Jones, Jr., At- 


and distribution of his company’s 
products. 

The Institute held its banquet the 
evening of June 9, marking the fifth 
anniversary of its organization. E. 
J. Bennett, secretary-treasurer, In- 
dianapolis Stove Co. delivered a 
witty and satirical address on “Poli- 
tics,” which proved to be the high 
light of the evening. Dr. William 
Dern, humorist, also spoke at the 
banquet. 

Officers of the Institute are: pres- 
ident, Alden P. Chester, vice-pres- 
ident, Globe American Corp., 
Kokomo, Ind.; vice-president, C. 
Ackerson, vice-president, Agricola 
Furnace Co., Gadsden, Ala.; secre- 
tary, Garvin M. Brown, president. 
Indianapolis Stove Co., Indianapolis. 
Ind., and managing director, Samuel 
Dunckel, Washington, D. C. 

Mr. Chester presided at Thursday 
morning’s session while Mr. Acker- 
son presided at the afternoon ses- 
sion. Mr. Brown was toastmaster at 
the banquet. 





What Is 


HAT is “business”? It is 

simply enterprise, an under- 
taking to produce useful goods 
and services. What is the eco- 
nomic function of business? 

The first function of business is 
to produce goods, without which 
we all die. 

The second function of busi- 
ness is to find and invest capital, 
without which industry cannot 
live. For every factory worker in 
America, business has provided 
an average investment of $8,000 
in plant and equipment. That is 
a chief reason why the American 
is the highest-paid worker on 
earth. 

The third function of business is 
to find ways to produce new and 
better goods. Every person in the 
civilized world owes his living to 
the endless efforts of business to 
improve processes and discover 
new products. Did you ever stop 
to consider what risks and losses 
business men faced to create your 


Business ? 


radio, the car you drive, the news- 
paper you read? 

The fourth function of business 
is to keep enterprise alive. In five 
years of the depression the factory 
industries alone paid out $9,000,- 
000,000 more than they took in. 
It came from the surplus accumu- 
lated in prosperous years. 

The fifth function of business is 
to create so great a flow of goods 
that out of the earnings we can 
support government and educa- 
tion and religion and recreation 
and charity. From this one source 
we pay for the vital necessities of 
society — schools, churches, 
hospitals, and government ser- 
vices. Every dollar spent by 
government agencies, local and 
national, is derived from taxes 
levied directly or indirectly on the 
country’s business. 

—As broadcast by Dr. Neil 
Carothers, Bankers’ Philadelphia 
Orchestra Program, Feb. 14, 1938, 
over NBC Blue Network. 


our 
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Hours and Wage Law 


(Continued from page 43) 


ing employees and outside salesmen 
as exempted under the provisions of 
the law. Twenty-four states and the 
District of Columbia, it said, now 
have minimum wage laws for women 
and minors, except Oklahoma whose 
law also applies to men. Of these 
states, the Federation said that 13 
have established minimum wage 
rates for retail employees. 

In that connection, the wage-hour 
draft receiving final approval in sev- 
eral particulars bears a striking re- 
semblance to features of several of 


(In this connection, it should be 
noted that, by charging up to the 
limit of his credit at a number of 
department stores, a consumer can 
stretch his credit beyond his ability 
to pay. The credit is sounder when 
installment buying is used and the 
merchandise itself furnishes the sell- 
er with decent security.) 


(e) Simplifying and standardizing 
contracts which give the buyer 
a fair deal. 


(d) Recourse paper only (i. e.. 
making the dealer responsible 
for uncollectible installment 
paper which has been dis- 








SHERMAN 


Wrought Brass 
HOSE CLAMPS 


(Patented) 





counted.) — Albert Haring, 
Lehigh University, in “The Rust-proof clear through 


: er ea te Journal of Marketing,” April, | : : 
m Congress such as the original 1938 ; | Made entirely of heavy, pliable 
Black-Connery bill. wrought brass. They protect the 
The ARF explained that even a | hose by hugging it tight at every 
o— ~— ee _ panictaet contour, making it positively leak- 
t a ey — ry aE an i be proof. Can be opened up, removed 

wl ye Interested in the laws eftect , : . 
. and used over again many times. 
us their — and the purchas- Standard for over 40 years. In or- 
me ee Se ee eee | dering specify outside diam. of hose. 


these state laws. This is in sharp 
contrast to previous bills introduced 


Coming Conventions 
and Events 








The question of constitutionality 
figured prominently when the Senate 
discussed the measure. Senator 
Bailey. Democrat of North Carolina. 
among others, argued that the pow- 
ers vested in the industry commit- 
tees and in the administrator were 
an unconstitutional delegation of 
legislative authority and _ forecast 
that the law would follow in the foot- 
steps of the NRA and be thrown 
overboard by the Courts. 


Installment Selling 
NSTALLMENT selling can be ob- 


jected to upon the grounds that 
credit is bad business and that the 
wise thing to do is always to spend 
less than you have. Admitting, how- 
ever, that consumers will use credit 
of some sort in purchasing durable 
consumers goods, installment selling 
seems highly advantageous when 
operated upon sound principles. 
Among such essential policies would 
most certainly be included: 


(a) Substantial down payments 
from 10 to 331/3 per cent 
depending upon the com- 
modity. 

(b) Contract periods rarely ex- 

ceeding one year. 

Eliminating poor risks to 

lower average installment 


_ 


charges. 

(d) Limiting the security to mer- 
chandise alone (eliminating 
wage assignments and elim- 
inating add-on contracts). 
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American Hardware Manufac- 
turers Assn. and the National Whole- 
sale Hardware Assn., Oct. 17-20, 1938, 
at the Marlborough-Blenheim Hotel, 
Atlantic City, N. J. Charles F. Rock- 
well, 342 Madison Ave., New York City, 
is secretary of the manufacturers’ group, 
and George A. Fernley, 505 Arch St., 
Philadelphia, is secretary-treasurer of 
the wholesalers’ group. 


Contract Builders’ Hardware Dis- 
tributors, National Assn. of, Sept. 20-22, 
1938, at Wm. Penn Hotel, Pittsburgh, 
Pa. Assn. office at 225-227 Federal St., 
N. S., Pittsburgh, Pa. 


Implement Dealers Assns., Na- 
tional Federation of, Oct. 11-13, 1938, 
at the Hotel Sherman, Chicago. Her- 
bert J. Hodge, secretary, Abilene, Kan. 


National Retail Hardware Assn., 
July 11-14, 1938, at the French Lick 
Springs Hotel, French Lick Springs, 
Ind. H. P. Sheets, managing director, 
130 E. Washington Blvd., Indianapolis. 


National Wholesale Hardware 
Assn. and the American Manufacturers 
Assn., Oct. 17-20, 1938, at the Marl- 
borough-Blenheim Hotel, Atlantic City, 
N. J. George A. Fernley, 505 Arch St.. 
Philadelphia, is secretary-treasurer of 
the wholesalers’ group, and Charles F. 
Rockwell, 342 Madison Ave., New 
York City, is secretary of the manu- 
facturers’ group. 


New York Housewares Mfrs. 
Assn. show, July 10-16, 1938, at Hotel 
Pennsylvania, New York City. Execu- 
tive-secretary, Flo English, Hotel Penn- 
sylvania, New York. 


Sports Equipment Exposition, 
Aug. 7-10, 1938, Stevens Hotel, Chicago. 
J. R. Mahon, Stevens Hotel is general 
manager. 


Sold through Jobbers 


H. B. SHERMAN MFG. CO. 
Battle Creek 


Mich. 
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information rexarding svurces of supply as pre- 
vided readers of Hardware Age by the “Who Makes 
It?” editor is here presented as an aid to others in 
the trade who may be seeking the same articles. 
The inquiries reproduced have been selected because 
of their general interest to hardware merchants and 
buyers. This editorial feature in each issue supple- 
ments the service rendered by the “Who Makes Itt” 
issue. When writing to the firms mentioned, state 
that you secured your information from the Hard- 
ware Age Directory Number. 


The “Who Makes It?” issue of Hardware Age enables you to quickly locate sources of 


supply and helps you answer many questions regarding brand names, products, etc. 


Malone, N. Y.: Who makes the 
Roto electric dry shaver?—Malone 
Hardware Co., Inc. 

ANSWER: Roto Shaver, Inc., 17 
FE. 45th Street, New York, N. Y. 


% * * 


Jonesville, Mich.: Who makes the 
Covert fireplace dampers?—Grill 
Hardware Co. 

ANSWER: H. W. Covert Co., 229 
E. 37th Street, New York, N. Y. 

* * * 

Jessup, Pa.: Who makes the 
mountain mist cotton batting ?— 
Weiss Hardware Store. 

ANSWER: Stearns & Foster Co., 
Cincinnati, Ohio. 

* 8 # 

Manchester, Conn.: Who makes 

the Bendix electric clothes washing 


machines?—W. E. Hibbard. 


ANSWER: Bendix Home Appli- 
ance, Inc., 610 Sherland Bldg., 
South Bend, Ind. 


* * * 


Toronto, Canada.: Who makes 
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the Tasgon penetrating oil?-—Shaw 
& Wright, Ltd. 

ANSWER: Samuel Cabot Inc., 

141 Milk Street, Boston, Mass. 
* * * 

Newport News, Va.: Who makes 
the Allegro razor blade sharpeners? 

Rosenbaum Hardware Co. 

ANSWER: Allegro Co., 170 
Thomas Sreet, Newark, N. J. 

* * 

Joliet, Ill.: Who makes the Wm. 
Enders Oakleaf ball bearing lawn 
mowers ?—Barretts Inc. 

ANSWER: Special brand of the 
Simmons Hdwe. Co., St. Louis, Mo. 
* * * 

Portland, Ind.: Who makes the 
Stover water softener?—H. J. Klop- 
fenstein. 

ANSWER: Stover Water Softener 
Co., St. Charles, II. 


* + 


Burnet, Texas: Who makes the 
Domo cream separator? —J. H. 
Staff. 


ANSWER: Special brand of Hib- 


bard. Spencer, Bartlett & Co., Chi- 
cago, Ill. 
* * * 

Ulster. Pa.: Who makes an elec- 
trical animal prod?—C. F. Mowry 
Hdwe. 

ANSWER: Antiseptic Products 
Co., 3101 Walnut St., Denver, Colo- 
rado. 

* * * 

Yonkers, N. Y.: Who makes the 
Boltalite serving trays? —C. D. 
Serven. 

ANSWER: Bolta Rubber Co., 
Lawrence, Mass. 

* * * 

Calumet, Ia.: Who makes the 
Pickwick electric dry shaver?— 
Reifsteck Hardware. 

ANSWER: Monarch Mfg. Co., 
1414 S. Wabash Ave., Chicago, II]. 
* & 

Neponset, Ill.: Who makes the 
Blue Grass lawn mower?—Harlan 

& Rollins. 

ANSWER: Special brand of 
Belknap Hdwe. & Mfg. Co., Louis- 
ville, Ky. 
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FAST SELLERS 
The year ‘nound! 


In summer as well as winter, the 66 
carefully-chosen Mill Files and Saw Files 
in the No. 66 Retail File Unit will bring 
in tool business. Wrapped in 
cellophane, displayed in sepa- 
rate compartments for easy 
selection and quick sale. Be 
sure to put this unitin your 
want book today. 
Nicholson File Co., 
Providence, R. I., 


U.S. A. 





A FILE FOR EVERY PURPOSE 














Profit Pointers 


STAR Heel Plates point the way to 
profits. They sell and repeat. Easily 
attached—“stay put”. 


STAR HEEL PLATES 


do not wear off in a few days leaving 
the prongs in the shoe. 9 sizes for all 
sizes of shoes. 14 gross pairs in box. 


Sold by Leading Jobbers 
Send for Samples and Prices 


STAR HEEL PLATE CO. 


NEWARK 



















HOW TO BETTER 


YOUR ROOFING SERVICE 


Make Sure That Any Roofing You 
Supply Has a Top-Coating of STA-SO 


STA-SO is a crushed hard-slate material used as a top-coating 
by many leading manufacturers of roofing because it perma- 
nently resists sun, weather, fire and age. 


Solid, Crushed-Slate Protection 


STA-SO surfacing consists of non-porous, non-fading, slate 
ticles imbedded and overlapping to make a top layer that solidly 
seals the roofing surface and defies the elements. Sunproof 
and waterproof, it comes in many colors and they never fade. 
STA-SO, on roofing, carries no brand name or label. To 
make sure that any roofing you handle is surfaced with STA-SO 
write us for information. Remember always this vital fact: 


|| No Roofing Is Better than Its SURFACE 
| CENTRAL COMMERCIAL CO., CHICAGO 














F 7 f } u mee | 
YOU CAN ALWAYS SAFELY RECOMMEND 
ANY ROOFING SURFACED WITH 


| ° STA-SO"s ° 























~ ROLLING STORE LADDERS 


There is a Coburn Rolling Ladder designed 
to meet any special conditions in stores and 
warehouses. 

Send us a sketch showing the height of 
your shelves and any obstructions. We 
will send you our recommendations and our 
quotation. 


Since 1888 Coburn Products Have Been 
Dependable 


COBURN TROLLEY TRACK CO. 


50 CANAL ST. HOLYOKE, MASS. 


















Will Increase Your 


Level Business 


A Quality Line at 
Popular Prices 


Catalog on 


Request 


EMPIRE LEVEL MFG. CO. WISCONSIN 

















G Closely “Read 
“publication 
hao a successful 
Classified Section 


See Pages 70-71 





Serves a “Double Duty” — 


This B. & C. Combination Wrench will grip, 
hold and turn pipe quickly and unfailingly, and 
will tighten or release any nut within jaw ca- 
pacity. Also ideal for general use. Built extra 
strong and sturdy like all B. & C. Wrenches. 
Interchangeable parts. 4 profitable selling 
sizes: 10 to 18 ins. ine. No. 45—Bright finish 
with long nut. No. 46—-Black finish. Order 


by number. 


aoe’ BEMIS & CALL CO. 


No. 45 SPRINGFIELD, MASS. 
Combination Wrench 
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Help Wanted, Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 
Set solid, maximum, 50 words....... $3.00 
Au caqieel maximum, 50 words.... $4.00 
additional word....... : 06 
Positions Wanted 
i Xo B es set solid, maximum, 
Gash ebttioall ward .........:.--. ‘01 
Attow Seven Words for Keyed Address or Your Adéreas 
BOXED DISPLAY RATES 
One inch .....---eeseeeseeceeeeces ary 


50 





Use this section to reach Hardware Manufacturers, Manufacturers’ 
Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 





DISCOUNTS FOR CONSECUTIVE INSERTIONS 

4 insertions, 10% off; 8 insertions 15% off. 

Due to the special rate, these discounts do 

not apply on Positions Wanted Advertise- 
ments. 


REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency. 
—_—~eo— 


HARDWARE AGE is published every 
other Thursday. Classified forms close 


Samples of Literature, Mer- 
chandise, Catalogs, etc., will 
not be forwarded. 








15 days previous to date of publication. 


NOTE 


—_~e— 

Address your correspondence and replies to 
HARDWARE AGE 
Classified Opportunities Dept. 
239 West 39th St.. New York City 

















Hardware Personnel 


Our files contain applications of several hundred 

experienced and well trained employees in the 

hardware industries. 

NO CHARGE TO EMPLOYERS FOR THIS 
SERVICE 


If we can be of any help to you, just phone 


ASSOCIATED PLACEMENT PUR REAU 


152 West 42nd on 
wis. 7-1802, eos 











CREDIT-MAN 


Eight years’ experience with a bank 
and a large refrigeration corporation. 
Interested in improving present posi- 
tion. 


Address Box D-72, care of HARDWARE AGE 
239 W. 39th St., N. Y. City 





— ~ 








PURCHASING AGENT HAVING SYNDI- 
CATE AND Jobbing buying experience of Hard 
ware, Mill Supplies, General Merchandise, etc., 
desires position with reliable company; can supply 
excellent reference. Address Box D-74, care of 
Harpware Ace, 239 W. 39th St., N. Y. City. 


. Tad r - , , Ss , 2 | Nt ) 
SALESMAN IN _N.E. E TABL ISHEL 0 | Eastern hardware and paint concerns. Capable 


years, calling upon department, chain, hardware 
jobber and semi-jobber automotive and electrical, 
can produce volume. Travel in car. Can fur- 
nish references. Address Box W-75, care of 
HlarpWARE Acre, 239 W. 39th St., N. Y. City. 

YOUNG MAN, 20, GERMAN-JEWISH, 3 
years’ experience, wishes job in wholesale or 
retail hardware or paint supply house. New York 
City preferred. Speak English. Have been in 
this country 11 months. Address Box I-68, 
care of Harpware Ace, 239 W. 39th St., N. Y. 
City. 

~ MAN LONG ‘EXPERIE NCED IN. ‘GENERAL 
hardware and mill supplies, retail and traveling 
salesman, wants to represent factory making qual- 
ity line. Prefer territory in Ohio, Virginia, North 
Carolina, Tennessee or Kentucky. Good refer- 
ence. Address Box D-63, care of HarpWARE 
Ace. 239 W. 39th St., N. Y. City. 





AGGRESSIVE YOUNG a CON 
SIDERABLE EXPERIENCE contacting build 
ers, real estate owners, industrial plants, institu 
tions, retail and wholesale trades, Metropolitan 
New York area, desires connection offering an 
opportunity to a real hard worker. No objection 
to commission proposition. Address Box D-77, 
care of Harpware Ace, 239 W. 39th St., N. ¥ 
Cc ity. 


F xP E RIENC ED HARDWARE MAN DE 
SIRES POSITION with large retail or whole 
sale hardware concern. Twenty-five, married, 
good health and appearance. Ten years’ retail 
hardware experience in managing. buying, selling, 
merchandising, etc., of general hardware, house 
wares, major appliances, sporting goods and 
power woodworking tools. Willing to work hard 
for advancement. Prefer Rocky Mountains or 
Pacific Coast location. Address Box D-70, care 
of Harpware Acer, 239 W. 39th St.. N. Y. City. 
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RETAIL STORE MANAGER, SALES SU- 
PERVISOR, assistant credit manager or travel- 
ing sales representative. Age 29, married. Col- 
lege and architectural training, thoroughly experi- 
enced in general hardware, paints and affiliated 
lines. Employed at present for paint manufac- 
turer, selling to hardware and paint trade. Want 
a chance to make good. Address Box D-71, care 
of HarpwareE AGE, 239 W. 39th St., N. Y. City. 


SALESMAN, 36 YEARS OF AGE, calling 
on hardware jobbers and large hardware dealers, 
wants two or three lines consisting of builders’ 
hardware specialties, plumbing supplies and _ fit- 
tings, pliers and nippers, cutlery lines. Have 
covered Iowa, Nebraska, Arkansas, Oklahoma, 
Texas, Louisiana, Mississippi, Tennessee, for 8 
years. Well established. Best of reference. Ad- 
dress Box D-53, care of Harpware Ace, 239 W. 
39th St.. N. Y. City. 


HARDWARE MAN—THIRTY YEARS’ EX- 
PERIENCE, desires to connect with large re- 
tailer or small jobber. Thorough knowledge of 
builders’ hardware—factory and mill supplies— 
mechanics’ tools, paints. Can assume complete 
charge of any or all departments. Buyer of a 
chain of hardware stores past ten years. Will 
work anywhere. Can furnish best of references 
from past employers. Address Box D-51, care of 
Harpware Ace, 239 W. 39th St., N. Y. City. 











‘CREDIT EXECUTIVE—ACCOUNTANT, 33 
YEARS, desires to forge ahead with responsible 
organization. Fourteen years with prominent 





business adviser—familiar with financial and 
profit ratios and operating budgets perpetuating 
any organization, merchandising controls, cost and 
selling records. Thoroughly experienced with con- 
tractual and industrial credits. Assume full 
credit responsibilities. Loeatjon no factor. Ad 
dress Box D-67, care of Harpware Ace, 239 W. 
39th St.. N. Y. City. 








SALES REPRESENTATIVES WANTED 


Well established nationally-known company manu- 
facturing fast-selling, quick repeating 10¢, 15¢ 
and 25¢ items, seeks additional responsible quali- 
fied representatives contacting the hardware, house- 
wares, drug sundries and bar supplies jobbers. 
Prompt consideration given replies stating terri- 
tories covered and lines presently handled. 
Liberal commissions paid promptly 10th of each 
month. 

Address Box D-79 care of | ee AGE 

239 W. 39th St., N. City 











MANUFACTURER OF BRUSHES WANTS 
EXPERIENCED sideline salesmen calling on 
hardware, automotive supply, paint, lumber and 


department store trade. Liberal commission. In 


reply state fully lines you are now selling and 
territory covered. Address Box D-66, care of 
Harpware Ace, 239 W. 39th St., N. Y. City. 





ery trade. 


contacts and territory covered. 


SALESMEN FOR 10 CENT HARDWARE 
ITEMS. Sell to hardware, variety, and station- 
Write fully about yourself, stating 
your classification, lines now carried, type cf 
Address Box 
D-69, care of Harpware AGE, 239 W. 39th St., 
N. Y. City. 





WANTED: FACTORY REPRESENTATIVE 


CALLING ON hardware jobbers and large re- 
tailers to represent manufacturer of complete line 
of builders’ hardware. 
and Southern New Jersey, Philadelphia head- 
quarters. Give full particulars first letter. Re- 
plies confidential. Address Box D-81, care of 


Territory Pennsylvania 


Harpware AGE, 239 W. 39th St., N. Y. City. 








Ae 


Seen mage gee . on eae — 























IF INTERESTED IN SELLING DIRECT TO 
RETAILERS AND JOBBERS WE HAVE HOT 
HARDWARE SPECIALTIES SELLING FROM 
COAST TO COAST. SALESMEN WISHING 
TO BUY AND SELL (ACTING AS YOUR 
OWN JOBBER) EXCELLENT gio oh ge EL 


EXCLUSIVE TERRITORY. ME TERRI 
TORY OPEN. ADDRESS—FULTON PROD- 
UCTS COMPANY, 125 W. 33RD ST., NEW 
YORK CITY. 

SALESMEN WANTED: GOOD FOLLOW- 
ING CALLING on hardware and house furnishing 
line in all parts of the United States, to handle 
our line as a side line to sell corks, bottle caps, 
faucets, capping machines, bungs, rubber hose, 
barrels, pressers, hydrometers, sulphur strips. 
aluminum seals and all other bottlers’ supplies. 
Address Box D-46, care of Harpware AGz, 239 
W. 39th St.. N. Y. City. 

SALESMEN — HAVING ESTABLISHED 
ROUTE COVERING larger retail hardware deal- 
ers. department stores, etc., by manufacturer of 
quality line grinding wheels, sharpening stones and 
hones. Prices right to get business. Help from 
sales department in introducing line. Strictly 
commission basis. Commission paid semi-monthly. 
Several good territories open. Address Box D-32, 
core of Harpware Ace. 239 W. 39th St., N. Y. 
City. 





SALES REPRESENTATIVE DESIRES 
ANOTHER GENTILE 
CONNECTION to go along with present line of 
many years’ experience selling to Paint, Hardware, 
Drug, Automotive Jobbers and Department Stores, 
for all or part of the following territory: Pennsy!- 
vania, Maryland, Delaware, Virginia, West Virginia 
and North Carolina with headquarters at District 

of Columbia. Commission Basis. References. 
Address Box D-80 care of HARDWARE AGE 
239 W. 39th St., N. Y. City 








WANT MORE BUSINESS? 


If your product can be used in the MARINE 
FIELD, here is your opportunity to make connec- 
tions with a sales manager, who for the past 10 
years has been very successful in merchandising 
marine products, is now in a position to handle 
two more lines. W: roa only Rg 


L. 
JOHN KARCH OVERTISING feener 
280 Broadway, New York City 














MANUFACTURER’S REPRESENTATIVE 


CALLING ON THE automotive trade only for 
the past twenty-five years, desires low-priced line 
of tools, screw-drivers, pliers, etc. 
metropolitan New York, New Jersey, New Eng- 
land, Pennsylvania to Harrisburg. Results guar- 


Covering 


anteed. Address Box D-73, care of HarpWarr 
AGE, 239 W. 39th St., N. Y. City. 


HARDWARE AGE 
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plumbing, heating and tin shop business. Clean | hardware and farm implement business estab- | 


moderate stock; the only hardware store in a town 
’ Complete up-to-date stock of hardware and store 


lished sixty years in thriving rural community. | LISHMENT, selling paints, sporting goods, and 


pole oa in ~~ — of Illinois corn belt. Owner building for sale at attractive figure. Substan- marine supplies. State all qualifications fully. 
retiring; sp “— naga ur two hustling tial down payment required. For further details | Agdress Box D-76, care of HarpWARE AGE, 239 
alge oy ress W. H. Schafroth, owner, | write—C. L. Glasgow Estate, Horace Powers At- ; : 


Cabery, Illinois. | torney for Executor, Nashville, Michigan. W. 39th St., N. Y. City. 

















Looking for a Hardware Store? 


THE place to find it is under the heading of Business Opportuni- 
ties in the Classified Opportunities Section of this paper. 


By watching the for-sale ads you'll be reasonably sure to secure a good pay- 
ing business at a fair price or, better still, let the trade know the kind of a 
store you are looking for. 


Classified Opportunities Dept. 


HARDWARE AGE 239 West 39th St., New York City 




















Which Classification 
Are You Interested In? 


Whether you want to buy or sell a paying hardware 
business—or seek dependable sales representatives—or 
contact some desirable accounts — or secure a good 
position in the hardware trade—or need help for your 
expanding business—or wish to market a worthy prod- 
uct — use the Classified Opportunities Section of 
Hardware Age. , 








Your advertisement in this section will put you in touch 
with the particular “CLASS” you want to reach. Year 
after year Hardware Age has led its field in both the 
volume and results of its classified advertising. It enjoys 
the confidence and following of the hardware trade. 


HARDWARE AGE 


A Chilton Publication 


Classified Opportunities Department 
239 West 39th Street, New York, N. Y. 


A.B.C.—Charter Member—A.B.P. Inc. 
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The Dash (—) Indicates that the Advertisement Does Not Appear in 


This Issue 





A 


Ade-O-Matic Co. 
Aladdin seoeapetes, 
Albion Mfg. 
Allen Mfg. Co. 
American Brass Co., The 
American Cabinet Hardware Corp. 
—— Chain and Cable Co., 
MC, ceccescccessseeseses . 
American Chain Div. . 
American Fork & Hoe Co., The 
American Grease Stick Co....... 
American Hardware Corp., The. 
American Mfg. Co. 
American 
American 
American 


BOSS OO, ccccccccce 
Steel a ‘Wire GBaccces 
American Thermos Bottle Co.... 
American Wire Fabrics Corp.... 
Ames Baldwin Wyoming Co...... 
Anker-Holth Mfg. Co........... 
Animal Trap Co. of America. 
AeenGe TERE Gey ccccoccoccoces 
Archer-Daniels-Midland Co. .. 
Armstrong Bray & Co.......... 
Armstrong Bros. Tool Co....... 
Arnold, Schwinn & Co., 
Atkins & Co., BE. C 
Auditorium Hotel 


Products Co.... 


Ballonoff Metal 
Bassick Co., The 
Bayer-Semesan Co. 
Pehr-Manning Corp. 
meme @ Cal GS... cccccccccece 
Benjamin Franklin Hotel....... 
Bethlehem Steel Company...... 
Birdsell Corp., The 
Bissell Carpet Sweeper Co....... 
Blaisdell Pencil Co............. 
Blake & Johnson Co. cece 
Bommer Spring Hinge Co....... 
Boston Woven Hose & Rubber 
Co. 


ee Gs SO Mes 0 60.008.6¢ 
Briggs & Stratton Corp.. 
Brown Corp., W. R. 


2runer-Ivory Handle Co 
Brunswick - Balke - Collender 
The 





Brush-Nu Co. 
Buckeye Aluminum Co., The.... 
ere BOO Gis cccccscedctecs 


Calbar Paint & Varnish Co..... 
Carborundum Co., The 
Carnegie-Illinois Steel Corp. . 
Carrollton Metal Prod. Co., The 
Carter Products Corp........... 
Central Commercial Co......... 
Champion Hardware Co., 
Cheney Hammer Corp., 
Chicago Lock Co 
Chicago Spring Hinge Co....... 
Chicago Wheel & Mfg. Co....... 
Chisholm-Ryder Co., Inc.. 
Clancy, Inc., J. R..... 
Claridge Hotel ........... 
Clayton & Lambert Mfg. 
Clemson Bros., Inc............. 
Cleveland Chain & Mfg. Co.. 
Cleveland Wire Spring Co., The. 
Clover Mfg. Co. ...... eeccceos 
Coburn Trolley Track Co....... 
Coleman Lamp Ny Stove Co...... 
Collins Co., 
Columbian Rope TA nGtcccewees 
Conco Engineering Works....... 
Connecticut Valley Mfg. Co.. 
Continental ay = 

Cook Co., The H. 
Corbin Cabinet Tock Co... 
Corbin Screw Corp., The........ 
CE TEE Gs 6 on csneececee 
Cross & Co., 
Cycle Trades of ‘America, Inc... 
Cyclone Fence Co...........665 


Henry. ; 









Damascus Steel Products Corp.. 
Dazey Churn eee 
De Laval Separates Co., The. 
Dempster Miil Mfg. Co......... 
MOMENOOM OS., BRO. .ccccccccces 
Se @ Gs We Gos ccccscecee 
Diamond Calk Horseshoe Co..... 
Dietz Co., R. E. 
Domes of OS cc cccccncanes 
Drake Hotel 
Draper-Maynard (©o............ 
du_ Pont de Nemours & Co., Inc., 
BE. I., Fabrics and Finishes 
Dept., Chemical Specialties... 





eeeeen) 
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du Pont de Nemours & Co., Inc., 
KE. L., Rayon Dept., Cellophane 
Div. ‘Cellulose Sponge eesesceoe 

E 

Mage Lach Cis cccsccscocsscees 

es ee, GS ccencccdenceces 

Baliumd CO. 2c ccccccccccccccces 

eee Te Giiesccesccesoncas 

Eleetrite Fence Co., The. 


Empire Level Mfg. Co.. 
Evans Products Co... 


Bveredy Co., TRE... .cccccccces 
F 
Parm Journal ' ....cccccccccece 
Vate-Root-Heath Co., The...... 
Faultless Caster Co.........+.+- 
Florence Stove Co.........+++. 
Ford Motor Co. By-Products 
DOVER occ ssicescsoscccese 
Fox Shot Gun Div. Savage Arms 
CORD. ccccccccvccccccccecece 
Frants Mfg. ©0.....c.ccccccees 
Frick-Gallagher Mfg. Co........ 
G 
eget. Fee. sinteeectabpaeadne 
Gardiner Metal Co............. 
Gem Division, American Safety 
SY GE. ba éctwonanntanws 
General Electric Co., Air Con- 
ditioning Dept., Bloomfield, 
General Electric Co., Appliance 
& Mdse. Dept., Bridgeport, 
Conn. edeecacceveseesesooecs 


General Electric Co., Clocks.... 
General Electric Co., Lamp Div. 
General Motors Corp........... 
Giant Grip Mfg. Corp 
Gilbert & Bennett Mts. Co., 
Glass Coffee Brewer Corp....... 
Globe American Corp........... 
Globe Stove & Range Co., Div. 
Globe American Corp......... 
Goldsmith Sons, Inc., The P..... 
pote ome Tire & Rubber Co..... 
Goulard & Olena, Inc. 
Graham Mfg. Co.. . 
ad & Dudley Co.. a e.66.e08 
Greenfield i oe — Die Corp.. 
Greenlee 
Griffin Mfg. 








= 


Hamilton Beach Co............ 
Hamlin Metal Products Co..... 
Hampden Mfg. Co., I 
Hanson Scale 






The 
Hazard Insulated a Works. 


Heller & Co., 
Heller Bros. 
oe a CRE eReRS 
Holland Mfg. Co., The......... 
Hoppe, Inc., 
Horton Manufacturing Co....... 
Hotel Auditorium ...........+.. 
Hotel Benjamin Franklin....... 
Hotel Claridge. ..cccccccccccce 
Hotel Drake 
Hoyt & Worthen Tanning Corp.. 
Huenefeld Co. 
Hustler Corp. 


Independent Lock Co 
Indestro Mfg. Co’ 
Indiana Steel & Wire Co....... 
Ingersoll Steel ” _ _ Borg- 

Warner Co 
Se ee 


J 


Jennings Mfg. Co., The Russell. . 
Jones & Laughlin Steel Corp..... 


Kelvinator Division, Nash-Kel- 
vinator Corp. ......... ececce 


11S1Sttl 


| 


PIRSt Itt 





Keuffel & Esser Co............ 
Keystone Steel & Wire Co...... 
Klein & Gons, M...cccccccccces 


Lamson & Sessions Co......... 
Landers, Frary & Clark........ 
Leonard Refrigerator Div., Nash- 

Kelvinator Corp. ......-+.++++ 
Libbey, Owens, ae Co. 


Lincoln Engineering Co......... 
Lincoln-Schlueter Floor ee 

MBs weeeccccoccccotes eevee 
Little Giant Mfg. Co........... 
Lockwood Hdwe. Mfg. Co. swe 
Lowe Bros. Co.........- 





Lufkin Rule Co., The.... 


Co., The (Iron 


McCormick Sales 
Glue Div.) 
McKinney Mfg. Co. 
Marble Arms & Mfg. 
Master Lock Co............+ 
Mayhew Steel Products, 
Merchandise Mart, The 
Metal Specialties Mfg Co....... 
Mid-States Steel & Wire Co.... 
Mileor Steel Co 
Miller, Inc., 
Millers Falls Co . 
Minnesota Mining & Mfg. Co..... 
Moore Push Pin Co.........+.+- 
Morse Twist Drill & Machine Co. 
Mossberg & Sons, Inc., 





Murray-Ohio Mfg. Co., The.... 
Myers & Bro. Co., The F. E.... 
N 
Nash-Kelvinator Corp. ........ 
National Brass Co. .........+.. 
National Enameling & Stpg. Co. 
National Lead Co. ........+++.. 
National Bifg. Oe. ..cccccccces 
National Pressure Cooker Co.... 
National Screen C 
National Screw & Mfg. Co 
New Haven Clock Co 
Nicholson File Co..........0.+- 
Norcross & 
North Bros. 
Northwestern Steel ° Wire Co.. 
Norton Abrasives ......++..+++ 
Norton Door Closer Co......... 
Norwalk Lock Co. Div., Segal 
Lock & Hdw. Co., Inec....... 
Oo 


Ohio Stove Pipe & Mfg. Co..... 
Okonite Co. 


Oliver Iron & Steel Looe we ceces 

Osborn Mfg. Co., The......... 
P 

Paine Co, The........-..se++. 


Passonno-Hutcheon Co., The... 
Patent Novelty Oo. ....cccccces 
Perfection Stove Co............ 
Peters Cartridge Div., Reming- 
ton Arms Co., Inc........... 
Phoenix Mfg. 
Pittsburgh 
(Paint Div.) 
Pittsburgh 
(Pennvernon 
Pittsburgh 
(Store Fronts) ..........00. 
Plastic Wood Div. of the 
Bayle CO nncccccccccccccces 
Plumb, Inc., Fayette R........ 
Plymouth Cordage 
Premax Product 
Progressive Mfg. Co., 


Qa 
Quinn Wire & Iron Works..... 


Raybestos-Manhattan, Inc. 
bestos Div.) 
Remington Arms Co., Inc....... 





Republic Steel Corporation 
(Wire Division) 
Republic Steel Corporation 
(Upson Nut Div.) 
Reynolds Wire Co. 
Richards-Wilcox Mfg. Co....... 
Rich Ladder & Mfg Co, The.... 
Robertson, Arthur R. 
= | Rochester Sash Balance Co., Inc. 
12 Rogers Isinglass & Glue Co..... 
Rolls Razor, Inc........++++++: 
—— Burdsall & Ward Bolt & 
Co. 


A. & Son, Inc., 


Ss 


Samson Cordage Works.......-- 
Sand’s Level & Tool Co......--- 
Sandvik Saw & Tool Corp......- 
Savage Arms Corporation....... 
Schaefer Brush Mfg. Co.......- 
Schalk Chemical Co.......----- 
Schatz Mfg. Co. 
Schollhorn Co., The Wm......- 
Schlueter Mfg. Co 
Segal Lock & Hardware Co., Inc 
Sentinel Radio Corp.......----- 
Shapleigh Hardware Co........- 
Sheffield Bronze Powder & Sten- 
cil Co., 
Shelby Cycle Co., 
Sherman Mfg. Co., H. B.....-- 
Simplex Mfg. Co.....-+-++++++> 
Smith, Inc., Landon P......--- 
Soss Mfg. Co....---eeeeereres 
Stanley Rule & Level Plant.. 
Stanley Works, The.......-++-- 
Star Heel Plate Co........+--- 
Stearns & Co., E. ©.......++-- 
Stensgaard & ‘Asso. « Ine., W. L. 
Stevens Arms Co., J., Div. 
Savage Arms Corp......---+-- 
oe Iron Works Co., Inc., 


SllSlSSll ii iiial 


ou 
_~ 


T 
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Taylor, Lowenstein & Co....... 

Three-in-One Oil Co., Div. of the 
A. 8. Boyle 

Thomas Products Co........-+- 

Tip-Top Products Co.....+++++- 

Townsend, . = 

Triplex Screw Co., The 

Tucker Duck & Rubber Co 

Turner Day & Woolworth Handle 
Gc dccdcdicdenseesenesacs 


AIaiso 


Union Fork & Hoe Co., The. 
Union Hardware Co..........-- 
United States Electric Mfg. Corp. 
—— States Rubber Products, 
United Stove Co. 
Universal Plastics Corp. 
U. S. Steel Corp......---ee-ees 


Vaughan & Bushnell Mfg. Co.... 
Vaughan Novelty Mfg. Co., Inc. 
Vichek Tool Co., The.......... 
Vonnegut Hardware Co........- 


w 


Wabash Appliance Corp........ 
Wall Ro; Works, Inc......... 
Warren Tool Corp... 
Washburn Co., 
Westfield Mfg. Co., 

Westinghouse Binciric 4 Mfg. Co. 
Wickwire Brothers .........--- 
Wickwire Spencer Steel Co.. 
Winchester Repeating Arms Co. 


Wright Steel & Wire Co., G. F. 


y 
Yale & Towne Mfg. Co., The.... 
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WORLD’S GREATEST 
HAND DRILL VALUE! _ . 


Celebrating our 70th anniversary, we 
offer this unusual value: a high quality 
hand drill, 12%” overall, 4” chuck, die 
cast gear, 2 steel pinions, 8 drill points 
—true Millers Falls quality throughout, 
but priced low to make volume sales 
for you. 


Ask your jobber, or write direct. 


MILLERS FALLS COMPANY 


GREENFIELD, MASSACHUSETTS 
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nd offices. 


MOORE PUSH-PIN co. 


113 Berkley Street, Phila., Pa- 
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KNOWN 
EVERYWHERE 


Ne. 800 — Low Priced, Pump Filler, 
Polished Brass Finish. 


Ne. 600A — Bottom Filler, T Handle 
Lock Down Pump, Polished Brass Finish. 


No. 158A—Chrome Plated Tank and 
Pump, Full Skirted Windshield. 


CLAYTON & LAMBERT Mrc. Co. 


DETROIT, MICHIGAN 
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REVEALS 
AMAZING 


OF ITS 





SECRET 


c 
SELF-BALANCING (AMID 
CREAM SEPARATOR Costs oR 


BOWL and How It > HALF 
Write ANKER-HOLTH For Particulars 


Address, PORT HURON, MICHIGAN 


WINNING NATION-WIDE ACCEPTANCE! 
FULTON GRAVITY DROP-LETTER PLATES 


Hi Pun ==" 


you for recommending 
ae 

















Fulton Gravity Drop- Letter 
Plates to them! Attractive 
-- priced right — profitable 
for you! 

No springs to crush and 
crumple letters! Flap auto- 
matically holds against 
plate, thus sealing contents § 
against snow and “rain. 
Several beautiful finishes 
including Brushed Brass 
and Oxidized Copper. Other 
standard finishes supplied 
on request. 


WRITE TODAY FOR COMPLETE INFORMATION 


PATENT NOVELTY COMPANY 
305 Eighth Avenue Eulton, Illinois 


: ee : 


























M°KINNBY 


MANUFACTURING CO. PITTSBURGH,PA. 


PREFERRED FROM COAST TO COAST 
A PROFITABLE LINE FOR YOU 





DESIGNERS «ci MANUFACTURERS of BUILDERS HARDWARE 


JUNE 30, 1938 
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ND’S LEVELS 


— TELL THE TRUTH — 
icC.___ier ___ (Oy) 


WORLD'S STANDARD FOR 43 YEARS 
“Factory Built-In Accuracy” 


MASONS’ WOOD AND 
CARPENTERS’ WOOD AND ALUMINUM 
TILE SETTERS’ WOOD AND ALUMINUM 
SAND’S-STEVENS SURFACE AND LINE 


Write for Catalog 

















SAND’S LeveL & TooL COMPANY ° 


8631 Gratiot Ave. 


DETROIT, MICH. ® 
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beet: Gi > o) ary 
og available upon request 


JOHN HASSALL, INC. 
400 OAKLAND ST., BROOKLYN, N. Y. 


f our new catal 








PLAIN AND MUSHROOM BUMPERS 
RUBBER HEAD NAILS @ TOILET SEAT BUMPERS 
CHAIR TIPS @ CRUTCH TIPS @ SUCTION RUBBERS 
SEND FOR CATALOG OF COMPLETE LINE 














The ELASTIC TIP Cof 


370 ATLANTIC AVE: BOSTON:-MASS: 








Stock and Profit with 


“G & B” QUALITY Products 
POULTRY NETTING 
STRAITLINE FENCING 

GALVANIZED HARDWARE CLOTH 


SCREEN WIRE CLOTH: 
“PEARL” 


WIRE 
Goops 


“ACME” ELECTRO GALVANIZED 


QUALITY PAINTED BLACK 


Provucrs COPPER 
BRIGHT and ROMAN BRONZE 


The Gilbert & Bennett Mfg. Co. 


Batablished 1818. America’s Oldest Woven Wire Factory-Manufacturers 
WIRE CLOTH, NETTING and FENCING 


Galvanized Fann Bn eS Cloth in all Meshes and Gauges 
New York City Blue island, Ili. Kansas City, Me. 
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Genui"° TOMES of SILENCE 
SLIDE SILENTLY ~ SOFTLY- SMOOTHLY 
° -10c SET- T SAVE FURNITURE 


ee eae ELIDNITIA| 
4 & FLOORS-CREATE QUIET 
(ai Nome Domes of Silen ce 
Rae a of Aitince Bs: 
AAW 


cr 


Rubber Cushion Glides 
or Tile, Marble 


Sizes for 


Cement and Bathr 
meta! ded wood beds 


rs and all furnit 


Ask your Jobber 


DOMES of SILENCE, Inc., 35 Pearl St.. 


If he is not supplied write to 


N.Y. C. 
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CROSS. 


EAST JAFFREY, N.H. 








are the best of each type obtainable by the 
merchant to insure a satisfied customer. 





Type 2100 Type 980 Type 900 


Type 960 
BOMMER SPRING HINGE CO., Brooklyn, N. Y. 











Chicago Sales Office: No. 180 N. Wacker Dri 
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in the July 29tk 


erpettT Oe ISSUE 
HARDWARE AGE 
BARGAIN SALES UNITS 


The WM. rladidy <i i 


416 CHAPEL ST 





IT’S GOOD 
BUSINESS 


TO SELL GOOD 
BRUSHES 
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HARDWARE AGE 





There’s a big harvest coming —and there 
is a TRUE TEMPER Fork for every type 


of crop. Every one of these forks has the 
incomparable value of tubular ferrule and 
special analysis steel head. To help you share 


in the harvest prosperity, we recommend: 


FORKS © RAKES © HOES © SHOVELS © AXES © HATCHETS © HAMMERS © SCYTHES © FISHING RODS AND BAITS ¢ GOLF SHAFTS 


JUNE 30, 1938 


True TEMPER Grain Forks TrvuE TEMPER Beet Forks 

TRUE TEMPER Manure Forks TRUE TEMPER Potato Digging Forks 

TRUE TEMPER Vegetable Forks TRUE TEMPER Cottonseed Forks 
TRUE TEMPER Ensilage Forks 

For complete description of these forks, see your TRUE 

TEMPER Catalog, pages 14 to 21, and order from your jobber. 


THE AMERICAN FORK & HOE COMPANY 
Makers of Essential Tools CLEVELAND, OHIO 
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“YANKEE 


MERCHANDISERS MAKE SALES 


Easily seen is easily sold. New, Famous No.90and No. 95‘ Yankee” 
modern sales display on a Screw Drivers are now packed 
NATIONALLY ADVERTISED FOUR of one size in ‘‘Yankee” 
line. Order from your jobber at Merchandisers ready to set up on 
no extra cost. counter or in window. 








NOT AN ASSORTMENT The most sensational departure 


ever made in packaging Screw 
| - Drivers to increase sales and 
profits in hardware stores. 


| 2 4 | NOT SOLD TO CHAIN STORES 
| OR MAIL ORDER HOUSES 


“Yankee” Screw Drivers 
Stand Use and Abuse. 
| | Each and every blade indi- 
eal vidually tested. Will not 

twist or break. Cannot 

loosen in handle. 
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Standard Blade. These six 
sizes, packed 4 of one 
size, in Merchandiser: 
114", 2", 3", 4", 5", 6". 
Cabinet Blade. These five 
sizes, packed 4of onesize, 

“ in Merchandiser: 21", 
4 314", 44", BY", 614". 








NORTH BROS. MFG. CO., PHILADELPHIA sm 








